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THE LEATHER THAT 
GIVES TO MEN’S SHOES 
A STRONGER 
SALES APPEAL...... 


-A fine boarding makes each of the 
colors in which it is produced a bit 
more styleful. Its color set-up is 
such that any kind of a combina- 
tion can be made to fit your or the 
manufacturer's ideas, including 
white, blue, greys, beiges, and tans 
in a wide selection of shades. For 
perforated types Dressy Sport is 
ideal! Its mellow feel is quick to 
appeal to the customer at the first 
fitting. Ask for it in your better 
numbers, for it will worthily sup- 
port your reputation for leading the 
style parade next spring and sum- 
mer. Swatches to aid your selection 


will be sent on request. 
Chic 
CoO 


“THE OHIO LEATHER COMPANY & GIRARD, OH10 








A COMPLETE SERVICE IN FINE CALF LEATHERS 


When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


SCTHIRTY hours of work”—a 
terrible philosophy for a nation 
and no true solution for unemploy- 
ment. If we face a “labor govern- 
ment” for the next four years, let’s 
tell workers everywhere that real 
progress comes through work, not 





through “shirk.” Obviously a 
thirty-hour week is impossible at 
retail, but when factory hours are 
regimented to that level, the idea 
breeds unrest among all employed, 
everywhere. 

This was posted in a sample 
room at the Palmer House: 


“Some people regard work as a 
calamity~—an unavoidable evil. 

“Qn the contrary, it is a benefit 
and a blessing. 

“It is occupation. It is education. 

“It is an enjoyable outlet for 
energy. 

“It is the proper employment of 
the faculties God has given us. 

“It is the rightful and essential 
road to success. 

“What other choice is open io us 
except idleness or crime—both al- 
most equally undesirable and almost 
equally abhorrent to clean, and 
sound, and active minds.” 


* *#* 


ARTHUR E. EBBS, long director 
and convention leader of the 
N. S. R. A. was double-doubled at 


the annual directors’ meeting. 


When Lou Tuffly read his resigna- 
tion from the board, somebody in 
the: “know” immediately seconded 
it and Arthur thought he was out 
for good. But up pops another pal 
who nominates him “director for 
life” and equally prompt it was 
seconded. 

So Hon. Arthur E. Ebbs con- 
tinues in the fraternity he loves so 
well and, incidentally, represents 
the A. C. Clayton Printing Com- 
pany of St. Louis—with shoe car- 
ton wraps to decorate shoe boxes 


everywhere. 
* * * 


_ GEORGE J. MAROTT of Indi- 


anapolis rates the title of Dean of 
Shoe Merchants at the National 
Shoe Fair. He was fascinated with 
the show—his first attendance at 
national convention—saying: 

“It’s a great treat for me to see 
the ease and facility of modern 
buying. Over forty years ago it 





was my custom to open the store 
in Indianapolis at about seven in 
the morning to sell and serve cus- 
tomers all day, and then to, ‘buy 
shoes’ all night, writing sizes and 
placing orders—sometimes for as 
much as $35,000 at a time when 
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$2.60 was high for shoes. After 
an all-night session, you can bet 
the store was opened again for 
business at 7 a. m. 

“It’s an easier game today and, 
I hope, just as friendly.” 

Mr. Marott and Arthur Brown 
covered the show complete. 


IN preface to a better shoe year, 
Secretary Daniel C. Roper of the 
U. S. Department of Commerce 
significantly said: 

“Let us not forget that there is 
an interdependent relationship 
among all economic units. This 
should impress us with the wisdom 
of thinking for all if we would 
think safely for each. 

“That if we would plan for a 
secure business future we must uti- 
lize past experiences, avoiding un- 
fair practices, and proceed on the 
basis that to get the most out of 
life for ourselves we must help 
others to live.” 


* * * 


SAID W. A. Innes, Los Angeles 
retail shoe merchant: “I intend 
to get my extra business right from 
my regular business. There is just 
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as much business to be had from 
a store’s established patrons, as 
there is always to be out after the 
so-called ‘new business’ by taking 
flyers in this and that. Every busi- 
ness must have some new faces 
coming to it regularly. That is 
the reason we advertise so regu- 
larly, but the copy is mainly aimed 
at our regular trade. This pro- 
ceedure will give a store a healthy, 
steadily growing business. It is 
possible to do a lot of promotional 
advertising stunts and not have a 
profitable business, even though a 


-sizable volume is done. 


“There are just about three things 
which make regular customers: 
Good men on the floor who are 
carying out the idea and ideals of 
the management. Good treatment 
to every person who comes in the 
store. Good merchandise. Each 
one is of equal importance. 





ACCORDING to Dr. Jonas C. 
Morris, D.S.C., of Audubon, N. J., 
one of the tragedies of American 
life is the average parents’ neglect 
of the child’s feet during the period 
of bone and muscle development. 
Approximately four out of five 
adults suffer to a greater or less 
degree, in many cases of wearing 
improperly made or fitted shoes in 
childhood. Feet are plastic through 
infancy and adolescence, up to the 
twentieth year. Just think of it— 
twenty years to grow a human foot. 
From the first walking hour, baby’s 
feet should be examined at regu- 
lar intervals for any structural 
weakness. 

“Do not teach children to walk. 
As the infant grows in muscular 
strength, the child will begin to 
walk. by natural impulse. Walking 
is a natural function. The use of 
artificial assistance is dangerous. 
Nature must have its way. Wait 
until the legs are strong . . . then 
walking becomes automatic. Do 
not put shoes on the child until it 
begins to walk. Short stockings de- 
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“WHAT FOOLS THESE 
MORTALS BE” 








—Professor Knight of Dartmouth 
computes the cost of the World 
War at four hundred thousand 
millions nn dollars 
of wealth. 

—In other words, the war cost for 
every minute of its duration $180,- 
000—or $3,000 a second. 

—Vladimir Woytinsky of the Inter- 
national Labor Office estimates 
the cost of the world depression 
(1930-1934) at $149,000,000,000. 

—Let's see, what comes after a Bil- 
lion—Trillion, isn't it? 

—So—these two tragic affairs cost 
us well over half a trillion dol- 
lars. 

—Strange, isn't it, how freely men 
will spend money, and exhaust 
credit, to destroy wealth; and 
how cautiously they'll appropriate 
money to create ee 5 

—But that's the human in us—al- 
ways has been and always will be. 

—If our Simian ancestor could speak, 
a _ well say: "Is my face 
r 
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President 





form the feet. Fortunately, for the 
children of today, the style is 
broad-toed shoes that follow the 
natural formation of the feet.” 


* * * 


S6SINCE last October the Wether- 
by-Kayser stores have been going 
ahead with new impetus,” observed 
E. K. Bartlett, auditor of this firm. 
“The Ambassador Hotel shop, 
where mark-down sales are a rarity, 
almost doubled its business of a 


year ago. Three pairs of shoes re- _ 


tailing at $50.00 a pair were sent 
there and were sold in a week’s 
time, right after the first of this 
year. 

“The January sales volume has 
been noticeably swelled by our cus- 


tomers cashing so many dividend 


checks. General Motors, Standard 
Oil and U. S. Steel dividend checks 
were cashed in noticeable numbers 
daily. This is out of the ordinary 
in a store which does a fair amount 
of charge business. The flood of 
dividends is truly being spent and 
not saved or hoarded. It is most 
interesting to note that the greatest 
percentage of gains is being made 
in the men’s department. This 
does not mean that the men’s trade 
is topping the women’s, it does 
mean that men are buying far 


more shoes than they were a year 
” 


ago. 
* * * 
SAYS H. Hal Stewart: “After 
being eight years out of the retail 
shoe business, I could not lose in- 
terest in the footwear business, even 
should I try. I presume it is in 
the blood. My grandfather came 
to Iowa in 1854 and started a 
shoe store in Muscatine (a store 
that still survives under the own- 
ership of the Wilson family). In 
due course, my father opened a 





shoe store here in Iowa City, while 
three of his brothers each opened 
shoe stores of their own in dif- 
ferent localities. I find it difficult 
to pass an attractive shoe window 
when I am in ‘other cities. And 
very often I dream of having a 
difficult time finding the right style 
on the shelves, or again, perhaps 
a nightmare wherein I am endea- 
voring to wait upon six customers 
at one time. I wrote an old friend, 
formerly well-known in the shoe 
trade, who has also strayed from 
the fold, suggesting that we meet 
at the January Show in Chicago, 
where I found plenty of familiar 
faces and greeted many former 


friends.” 
* * * 


J. HARVEY GRAVELL of the 
American Chemical Paint Com- 
pany at Ambler, Pa., had a philos- 


ophy “that a debt-free worker is 
more efficient,” so when it came 
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time to distribute bonuses, he tried 
a new plan. 


A week before Christmas the 


paint manufacturer began to talk 


quietly with his employees, one by 
one, asking them about their cir- 
cumstances. December 24 was pay 
day at the plant. As each employee 
went to the pay window to receive 
his regular wage he was told his 
employer wished to see him. Indi- 
vidually they entered his office, 
chatted a moment, and _ were 


> oO ® 


stunned to receive checks covering 
their major indebtedness. Workers 
who were free from debts, or who 
at least had not admitted any, re- 
ceived checks of $100 as presents. 
Temporary employees received $10 
each. It cost Mr. Gravell about 
$100,000, although his workers 
numbered fewer than 100. 
Re-read the editorial in the Dec. 
12 issue of the Boot AnD SHOE 
Recorper, “More Than Cash in 
Payroll,” and find out how to help 
the worker to help himself—not 
with cash perhaps but with ways 
and means to straighten out “the 
business of living” individually. 





* * * 


WITH shoe words, the lexico- 
graphers are doing a bit in the way 
of revision. It’s surprising how 
the words change, sometimes with- 
out the users taking note of it. 

For instance, we now have “sport 
shoes,” as a general phrase. Yet 
if a customer walked into the store 
30 years ago, and asked for a pair 
of sport shoes, like as not he would 
be shown a pair of sneakers. 

Ski boots is the newest addition 
to the sports section of the lexicon. 
It’s in use from coast to coast, 
though ten years or so ago it was 
scarcely known in this country. 

Novelty shoes became a standard 
footwear phrase during the World 
War. In this list are such terms as 
slacks, flats, beach shoes, sun san- 
dals, and so on and so on for the 
shoe nomenclature. 

King Tut sandals came and went. 


So did California sandals, also 
Russian boots, Napoleon boots and 
flapper shoes. A few may remem- 
ber the phrase “chicken shoes,” of 
which the salesmen so lightly spoke. 

For something of a different sort 
are the phrases flat foot, fallen 
arch, athlete’s foot and other terms 
that tell of pedal ills, some of them 
being complicated enough to bother 
the school teacher, also the proof.- 
reader. 

They all came into use during 
the last few years. Congress shoes, 
as a term, were put onto the obso- 
lete list, and the phrase—gore 
shoes, was newly minted and 
brought into use. 

The lexicon of shoes, like styles 
of shoes, keeps omitting the old 


and admitting the new. 
* * * 


SID MINSTER, who represents 
the Bates Shoe Co. and the Mic 
Mac Moccasin Co. in California, 
says: 

“Trust the young fellows to de- 
velop some new craze which will 
mean many extra sales to shoe 
stores. The way the high school 
and college boys are taking to gen- 
uine moccasins is one of the bright 
selling spots out here. The boys 
wear them for all kinds of outdoor 





Mrs. Newlywed: 


wear, the camp moccasin with a 
rubber sole being the most popular 
for school wear. It seems logical 
that the older brothers and their 
fathers will soon discover the many 
advantages of these shoes, then we 
will have a real moccasin craze. 
“In dress shoes, trade is so high- 
ly diversified that there is no ap- 
parent trend. The high heels, 
narrow foreparts and narrow toes 
are still being bought freely by the 
Mexican and Philipino trade and 
the full lasts are most wanted by 
the regular trade. There is a 
slight indication of a trend toward 
the narrow custom last in some 
sections, but the true Californian 
still wants plenty of comfort in his 


footwear.” 
* * * 


66BLOSE this day loitering—'Twill 
be the same tomorrow—and the 
next more dilatory. Then indeci- - 
sion brings its own delays, and 
days are lost lamenting our days. 
Are you in earnest? Seize this 
very minute—what you can do, or 
dream you can, begin it. Courage 
has genius, power and magic in it. 
Only engage, and then the mind 
grows heated—begin it and the 
work will be completed.” 
Goethe. 
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"| don't know his shoe or hosiery size—but here's his sock. I'd like you 


to fit it for a surprise.” 
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NATIONAL Foot Health Week, March 29 through 
April 3! 

From a “dead spot” in the shoe business, the week 
after Easter has become the most important health shoe 
promotion week of the year for stores that have the 
right kind of shoes and service to do a real fitting job. 

This, the seventh consecutive year under Boot AND 
SHoeE REcoRDER sponsorship, Foot Health Week will be 
celebrated even more extensively than in 1936. 

Ever-increasing public interest in foot health makes 
it imperative for responsible shoe stores everywhere to 
identify themselves with the idea of Foot Health in 
their communities. 

Two years ago we said that education and circum- 
stances had created a condition that shoe merchants 
must meet with aggressive leadership—that the demar- 
cation between stores that merely sold shoes and those 
that service shoes must be made clear and unmistak- 
able, so that the criticism against ill fitted and foot 
injuring shoes could not be aimed at responsible stores 
—and that the public might know where to find the 
sort of shoes and service they were again demanding 
after their experiences with cheap footwear. 

Today the situation is the same—so far as the indi- 
vidual store is concerned. If you’re doing a fitting 
job you must tell the public about it! You must be 


FOOT SPECIALISTS 
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CIVIC BODIES FEATURE WRITERS 


GET 
READY 


definitely and actively aligned with the stores, clubs, 
associations, papers and individuals that are interested 
in teaching and serving the public in its quest for foot 
health. 

Because there are so many interested in foot health 
the observance of Foot Health Week is a “natural” for 
cooperative promotion. With a bit of thoughtful plan- 
ning the event can be built up, and expanded, to include 
every group and individual in any way interested in 


‘the health and welfare of the community. 


There are three general divisions to a promotional 
program for Foot Health Week. 

First—the plans of each individual store. 

Second—the program of cooperating stores. 

Third—the invited participation of persons and 
groups outside of the shoe stores. 

The desire for cooperation with shoe men was defi- 
nitely expressed last July at the convention of the 
American Osteopathic Association. Foot specialists 
and physicians will work with you as speakers to 
Mothers’ Clubs, Parent Associations and even to gather- 
ings whose interests are adult, such as Men’s Clubs and 
Women’s Clubs. Contact all of these organizations, 
offering to supply a good speaker on Foot Health at 
their meetings held during, or just before Foot Health 
Week. 

Lectures and foot clinics for school children held 
by school physicians, foot specialists and shoe men 
will be featured, as usual, in many cities. If periodic 
foot examination for school children is not a regular 
feature in your schools, start a campaign for it, during 
Foot Health Week. And be sure that all talks are 
“covered” by reporters from local papers, or a copy 
of each talk is supplied to.the paper, with appropriate 
explanation. In fact, the newspapers should be a big 
factor in your promotion plans. 

The number of stores participating will determine 
whet*r you can use a section, a spread, a page or 
smaller space for your cooperative announcement of 
Foot Health Week. In any case, combine Foot Health 
articles of general interest and the individual stores’ 
ads. 

Don’t expect the paper to give free space for all 
the editorial matter you may care to use. It’s better 
to buy the total space needed for editorials and ads, 
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LOCAL AUTHORITIES SHOE STORES 


BOARDS OF HEALTH 


PARENT ASSOCLATIONS 


Mareh 29 to April 3, 1937 


For National Foot Health Week 


and pro-rate the expense according to the ad space 
used by individual stores. After all, the paper cannot 
give white space (the stuff it has to sell) to every 
group that has an ax to grind. So, buy your space 
for your regular ads and editorials, BUT—be alert, 
and have good, live news stories for the papers, and 
get your “plugs” right up in front with the livest news 
in the paper. That’s good publicity handling! 

Let the altruistic and humanitarian angles dominate 
—let adults know that nine-tenths of their foot suffer- 
ing can be overcome with correct shoes, properly 
fitted. Stress the different places filled by the shoe 
specialist and the foot specialist. Let newspaper 
articles, radio talks and speeches to groups cover these 
and points pertaining to how to have healthy feet, 
and play up the individual shoe stores and their service 
in their ads and windows. 

Hit hard on the other angle—prevention of foot ills, 
through proper shoes for children. It’s important that 
adults can free themselves from unnecessary foot trouble 
—but far more important to help prevent children 
from ever having foot trouble. 

Aside from the humanitarian angle consider that 
Foot Health Week comes right at the time of the year’s 
greatest sales of children’s shoes, and gives a strong 
weapon in the fight against over-the-counter sales of 
footwear for growing feet. 

On page 254 of the December 26th, 1936, issue of 
Boot AND SHOE RECORDER is the revised Pledge of 
Service in fitting growing feet. This can be incorpor- 
ated as an important part of your Foot Health Week 
promotion. 

The cooperative promotion is so generally accepted 
today that most communities have an organization 
established, ready to function. In case yours hasn't, 
here’s a general guide: 

General Chairman. 

Secretary-Treasurer. 

To which should be added sub-committees, each 
under the direction of a chairman (select men who will 
get things done). Here are the committees: 

Decorations and display committee. 

Advertising committee—to solicit ads. 

Publicity director—to handle news stories. 

Speakers committee—to arrange for speakers and 
audiences. 


WEEK 


MARCH 29 
TO APRIL 3 


Contest committee—if contests are used. 

Radio committee—if radio is used. 

Special Features—get local celebrity to 
week, etc. 

Some are “one-man” committees; others should have 
more members. All should be responsible men or 
women who will have their work done well, and on 
time. 

It’s a good plan to have two or three leaders get 
together and outline a general plan to be presented 
at a general meeting. In smaller towns, where only 
two or three or four stores cooperate, the same idea 
can be carried out with less extensive organization and 
show such successful results that no apologies are 
necessary—if merchants will make a real effort. 

The individual store should be very sure to have— 

First—complete stocks. 

Second—Good displays. 

Third—Attractive ads. 

We assume you have competent fitting service. 

[TURN TO PAGE 42, PLEASE ] 
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This window display, trimmed 
by F. E. Whitehead for R. H. 
Fyfe & Company, Detroit, was 
awarded first prize among the 
entries of women’s shoe displays 
from the larger cities. 


PRIZE WINNING WINDOWS at the 


THE National Shoe Fair in Chicago early this month 
gave a tremendous impetus to shoe store planning and 
the designing of better shoe displays. Probably it was 
the first time in history that a complete retail selling 
establishment was ever erected inside a convention 
hotel for the purpose of showing a gathering of retail- 
ers how it should be done. Certainly it was the first 
time that anything of that sort had ever been under- 
taken at a shoe convention, and the Model Shoe Store 
in the exhibition hall on the fourth floor, Palmer House, 
was a magnet that drew throngs of retailers. 

In the construction of this model shoe store, special 
attention was given to the windows, which were in- 
stalled by the Pittsburgh Plate Glass Company and 
embodied many of the latest ideas in shoe store window 
planning. Just outside the model store the same con- 





cern had an exhibition of modern store fronts in 
miniature that was most interesting and educational, 
showing the progress that has been made in recent 
years in the development of beautiful and attractive 
exteriors. 

This year, as last, the window display contest, in 
which cash awards were given for windows adjudged 
to be the best in their respective classes, proved an 
event of the greatest interest. More than 300 photo- 
graphs were submitted and the judges worked an entire 
day in comparing the photographs and rating them 
on the various points of excellence which they took 
into consideration in determining which were entitled 
to the prize awards. The judges in this contest were: 
Leo Levy, display manager for Wolock & Bauer, Chi- 
cago; Robert O. Johnson, president of the Chicago 


The prize winning women’s shoe 
window for cities under 100,000. 
B. J. Alexander designed it for 
Fowler, Dick & Walker, Inc., 
Binghamton, N. Y. 
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The men’s shoe window that was 
accorded first place among cities 
under 100,000. It came from 
Phelps Shoe Company of Shreve- 
port, La., and T. Willard Jones 


was the designer. 


Se 


SHOE FAIR 


Awards Given by Judges for Displays Considered Most Excellent from the 
Stand point of Originality, Human Interest, Attractive Design and Selling 
Power—Other Windows Receive Honorable Mention. 


Display Club, display director of the Commonwealth The object of the contest, of course, was to stimulate 
Edison Company and regional director of the Inter- interest in better shoe windows by appealing to the 
national Association of Display Men; Sam Pisir, dis- competitive instincts of the merchants and display men. 
play manager for O'Connor & Goldberg, Chicago. [TURN TO PAGE 44, PLEASE] 


Prize winning men’s shoe win- 
dow for cities of over 100,000 
population. Designed by C. L. 
Embree for A. H. Geuting Com- 
pany, Philadelphia. 
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Many an unusual pattern design had its origin far back 
in some bye-gone age, and has been resurrected with 
some new touch of design or treatment. 


ROMANS 


THE early Romans went in for originality that’s 
notable today. The bandaged or moulded shoe of this 
season is a close sister to the bandaged shoe worn by 
ancient Romans. High shoes and high lines were worn, 
including the Cothurn. Criss-cross straps were worn 
by Mercury, Roman God of Commerce. Romans wore 
ankle boots. Stitching, lacings, high back lines and 
embroidery were all used on footgear. 

Shoes served purposes other than foot coverings in 
early Rome. Shoes were offered as a sacrifice, so 
great was their value and their standing as an art. Gold 
ornaments were worn on the shoes of rulers. 
Virgil wore a high shoe trimmed with gold and amber. 
In Babylon, pumps were worn as well as sandals. 
Pierced shoes were first worn in Early Rome. 


GAULS 


THE wandering Gauls and conquering hordes of past 
history are brimful of footwear fascination. The Saxons 
wore shoes with cutouts across the insteps. They wore 
instep straps, tongue effects and strip sandals that are 
kin to today. 

In the second and third centuries, the Gauls, with 
pride, wore backless and toeless sandals with lacings, 
saw-tooth edges and airified cutouts. They wore spikes 
under their soles so that their sandals without heels 
would not touch the ground. 


THE ORIENT 


THE Orient believed in variety and ornaments. Striped 
stockings without shoes and crescent turned-up toes 
were worn. So were rough leather shoes and high 
patent leather styles over woolen stockings. Wool lace 
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HISTORY 









And the Styles of Teday Trace Their 
Inspiration te Many Lands and Vari- 





ous Perieds of the Werld’s History 






























First Empire—Early 19th Century 


And its diamond-shaped openings expressed 
in the Modern Empire silhouette. 







shoes similar to cothurns, and tapestry slippers were 
accepted. There were pumps enriched with gold, silver 
or pearl embroideries. Tan morocco boots were here. 
Again the esteemed color red was in evidence as red 
shoes were edged in white and high red boots were 
the fashion. . Laces, high-in-back effects, gypsy seams, 
saw-tooth edge trims, small overlapping tongues and 
bows were little details of interest. 

Turkish women wore tan shoes over which they wore 
slippers of the same color. It was a custom to wear 
leather-lined boots that squeaked. Armenian women 
wore black foot coverings, often trimmed with bows 
or embroideries although hardly noticeable under their 
long skirts. Wooden shoes were a protection for the 
feet outdoors and in the favorite steam baths. Even 
these wooden shoes were often ornamented with ivory, 
silver, or mother-of-pearl. 
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REPEATS 
ITSELF 


Copyright 1937 


- By KATE ARLENE GOLDSTEIN 


FRANCE 
MIDDLE AGES .. . 1037-1461 
JFOUR trade companies made shoes during the Middle 
Ages—the shoemaker, the cutter, the stitcher, and the 
cobbler who only repaired shoes. There ‘were also 
such artisans as bootmakers, leather grainers, heel 
makers, merchants of polishes and laces, and special- 
ized makers of various types of shoes. In 1467 a 
Parisian Tradesman Union was organized by Louis XI. 
The first famous French couturier, Colin de Lormoye, 
was known from 1423 to 1455 as the “Dress Tailor.” 

Boots, shoes and half-boots were worn in the 13th 
Century when traveling and hunting were paramount. 
In 1300 tan boots were worn by the elegant young men 
of the period. A fad was to wear shoes that squeaked 
when in action. Even in this era women wore shoes 
with very high heels to make them look taller, although 
much of the shoe was hidden by long dresses. In 1365 
the smart fad was to wear contrasting shoes instead of 
matching; such as one white and one blue, or one red 
and one green. The shoes were often of rich em- 
broidered leather and women embroidered their own 
shoes while waiting for their husbands to return from 
the Crusades. 

A favorite of Charlemagne was the patine, which 
was worn through the centuries. These patines had to 
be taken off when people went into the cloisters, as 
the wooden soles made too much noise. Long-toed shoes, 
or poulaines, often called “Claws of Hell,” were popu- 
lar, although decreed against by Charles V. The length 
was regulated in 1370, entitling the low classes to one- 
half foot, the middle classes to one foot, and nobility 
to whatever length they wished. The points, to which 
bells were often attached, were bent toward the shoe. 
Sometimes they were attached to the garters with gold 
or silver chains. The patines with wooden soles were 
often worn with these for protection in bad weather. 


First Empire—Early 19th Century 
With its crossed instep bandings expressed 
in the manner of today. 


RENAISSANCE 
1461-1574 


SHOE construction was becoming lighter. Cold 
weather shoes with wooden soles, worn in the Middle 
Ages, were becoming lighter. Patines reached an aver- 
age height of fourteen inches. French women were 
vain then, too. They were delighted that the patines 
gave them height and showed the beauty of their 
footgear. 

Under Louis XII they put double and triple soles 
on their pumps. The ancestors of these pumps came 
before 1420. Slippers with fur linings had as many as 
twenty-four soles. Shoemakers had so much to do that 
Charles IX in 1573 decreed that any shoemaker would 
be imprisoned if he was unemployed for three days. 
Catherine of Medici influenced style around 1560. 

The legend of Cinderella’s glass slipper dates back 
to this era. Ladies of the Court of Francois I wore 
velvet slippers with square vamps and shoes of em- 
bossed leather. The vamps were wide, like ducks’ feet, 
for much toe room. Their mules were of velvet or 
gold stamped leather. Oriental themes started as the 
French bought Oriental products after Pinto visited 
Japan in 1545. Side laced shoes, bootees, and one- 
straps were in vogue. 


HENRI Ii and LOUIS XIll 
1574-1589 1610-1643 
PATENT leather pumps with high heels were worn 
under Henri III. Supple tan Russian leather boots 
made their appearance. Women wore the same boots 
as men and were willing to sacrifice grace to sturdy 
shoes, since roads were very bad. Square and round 
toes were the vogue. High tongues, rosettes, and odd 
cutouts prevailed. There were one-eyelet Theos which 

[TURN TO PAGE 36, PLEASE} 























WHAT a terrible unseasonal year in most parts of 
the country! Not even a flurry of snow in the great 
population areas. Sickness, influenza and colds may 
have resulted in losses to business and individuals 
running into the hundreds of millions of dollars. The 
tide of progress toward prosperity may have been 
slowed up, for no one can measure the meanings of 
unseasonal weathers and resultant changes in people, 
business, lands and rivers. 

Without snow as a blanket over the fields, some 
grains lose their necessary vitalities for a growing year 
ahead. Without snow, the rains run toward deep 
gullies and rivers and cause flood, ruin and future 
droughts because of lack of sub-soil moisture deposited 
in season. All these are general and play a part in 
future purchasing power for everything— including, 
as always, footwear. 

What of the rubber footwear season? It’s all shot 
and gone with the wind. And all because rubber foot- 
wear has been made the associate of snow and slush 
and not the universal necessity of every Winter—come 
weather or no. Rubber footwear must become a com- 
mercial item as necessary to mankind in proper sea- 
son as a coat for inclement weather. Why? Because 
many of our colds, chills and sicknesses come through 
the soles of the feet. Soles of human feet have more 
sweat glands and more perspiration than any part of 
the body. Soles are sensitive, particularly in the male 
of the species. And a stout pair of shoes with a good 
weight of sole leather is preventive number one against 
colds, influenza and pneumonia. 

The newspapers have been full of warnings reading 
as follows: 


“HOW TO ESCAPE GRIPPE AND COLDS 


1. Avoid, so far as possible, the places where 
germs are most likely to spread—overcrowded 
cars and public meeting places, overheated, 
stuffy’ rooms. 

2. Be careful of close contact with others and 
beware of all coughers and sneezers. Breathe 
through the nose. Get fresh air but avoid 
drafts or chilling. 

3. Get lots of rest. Eat plenty of citrus fruits. 

Keep the bowels open. Take extra precautions 


Why Associate Rubbers With Snow? 
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to keep in sound, physical condition so your 
system will have its normal resistance against 
germs.” 

May we add a fourth caution? Keep your feet dry. 
Don’t let the soles of your shoes wear thin or show 
holes. Wear rubbers and overshoes as protection 
against cold as well as wet pavements. Feet perspire 
more than any part of the body. Prevent colds by 
rubber footwear designed for Winter wear. A sandal 
or a thin-soled dancing shoe may be style indoors, 
but for outdoors, the right footwear is designed for 
Winter wear and common sense should point the way 
to the shoe store. 

One of the most harmful philosophies of this modern 
age is that a man is a sissy if he wears rubbers or car- 
ries an umbrella. “He men can take it”—may be a 
brand of thinking that leads to sickness and death. 
We can furnish man and womankind with rubbers, but, 
as they think today, they won’t buy until slush and 
snow are ankle high. 

So the public has got to be-sold rubbers for its own 
good health. Terrible months lie ahead, with full force 
of Winter, sleet and slush to come. So give extra push 
to your rubber business by selling prevention. Would 
that someone would design a neat umbrella for men. 
Something that will roll up compactly and look like 
a walking stick. Women find umbrellas a style item. 
Men consider them a nuisance. Maybe the right um- 
brella and the new rubbers might make companion 
Winter sales items if pushed. The public is full of 
fears and will buy nostrums, pills and panaceas first 
because it has not been told sufficiently about warm 
feet, warm clothing and protection from moisture in 
Winter. If we continue to abuse the rubber business 
as a stray mongrel in the field of merchandising, we 
will find it, too, gone with the wind. The rubber busi- 
ness cannot continue if it is kicked around as a price 
plaything, one year, and told to eat its own inventory 
the next year—all for the want of a commercial out- 
look on a commendable Winter usable. 
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® Because of the Douglas reputation — 
for 60 years this trade-mark has had the 
greatest acceptance in the shoe industry. 


© Because of Douglas All-Leather Con- 
struction — no substitutions — Douglas 


stands firm on the All-Leather Standard. 


© Because of Douglas Style—always a full 
assortment of the best and newest styles. 


© Because of Douglas prices — a range of 
popular prices that appeals to millions. 


® Because of Douglas advertising — 60 
years of continuous, powerful, sales-build- 
ing magazine and newspaper advertising. 
© These reasons explain why the Douglas 
line gives fast turnover and increased 
profits to Douglas dealers. 


W. L. DOUGLAS SHOES 


299 Broadway, New York - BROCKTON, MASS. - Broadway Arcade Bidg., Los Angeles 





When writing advertisers please mention Boot and Shoe Recorder 
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MORE 
SHOE FAIR 
SNAPSHOTS 


apa eae 
peer seer 


“Young man that lived in a shoe——.” One 
of the curious sights at the Shoe Fair was 
this Size 154 men’s oxford, built by Endicott 
Johnson Corporation, but not for a customer. 
It measures five feet in length and 21 inches 
in width, is built of solid leather and weighs 

“When shoe fellows get together-——.° 93% pounds 

Group of prominent retailers snapped 

at the Shoe Fair, with Arthur Ebbs 

telling the story. Left to right: Lee 

Langston, manager N. S. R. A.; Roy 

Stevens, Ottumwa, Ia.; John Laycock, 

New York; Arthur Ebbs, St. Louis; 

George Hess, Baltimore; David S. 

Hirschler, Norfolk, Va. 


Oldest and youngest George E. Keith dealers 
to attend the Shoe Fair, shown in photo below 
with Walk-Over executives. Left to right 
standing, George Leach, advertising manager, 
George E. Keith, sales manager, and Austin 
A. Kennedy, youngest dealer. S. K. Hendler, 
sitting, the oldest of the Walk-Over retailers. 


“North and South, East and West.” Lower 

right hand photo, left to right: Harry Fontius, 

Denver, Col.; Paul Kuhn, South Bend, Ind.; 

Albert Wachenheim, New Orleans, La.; M. A. 

Mittelman, Detroit, Mich. and William Pid- 
geon, Rochester, N. Y. 





BOOT AND SHOE RECORDER, January 23, 


1937 








THE SENSATION OF 
SHOE CRAFT IN NEW 
FASCINATING STYLES 


New, appealing colors. New modern 
fabrics, swanky, high fronts, plus a 
“magic sole” feature you can demon- 
strate right in your own store. That’s 
Air Step—the miracle shoe of modern 
times—the shoe that has scored a sen- 
sational sales success from its very 
first showing. 

Give careful consideration to the Air 
Step line for Spring. You'll really see 


the profit possibilities of these re- 


- markable shoes. 


Millions of Women Will Read About the 
Magic of Air Steps in National Magazines 
Ladies’ Home Journal, True Story, Vogue, 
and Good Housekeeping with its effective 
Phone-To-Find-It Service—15 million copies 
in all—will do a thorough job of selling 
American women the ~<a style and 
“magic sole” feature of Air Step shoes. 
“Gne look and ot try—one step and they 

buy.” Be prepared. 


Www Vnos Gowngesy 


Manufacturers, St. Louis 
Also makers of Air Step Shoes for Men and Buster Brown Shoes for Boys and Girls 
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AIR-STEP 


pH OES 


y 


This Pebble Test shows the 


shock-absorbing action of 


Air Step’s ‘’magic sole” 


to be profitably 
retailed at 


$5.50 


to 


$600 
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Ads That Won 
HONORS 
At Shoe Fair 


Some Typical Entries and Complete 
List of Winners in Various Classes 





@NE of the many interesting educational features of 
the National Shoe Fair, held in Chicago early this 
month, was the contest in retail advertising, in which 
awards were made for specimens of newspaper adver- 
tising actually used by shoe stores, and considered by 
the judges the most meritorious in the particular group 
or classification for which it was entered. There were 
classes for men’s women’s and children’s shoe adver- 
tising from stores in the larger cities of more than 
100,000 population, and also similar classes for the 
smaller cities below that figure. 

The contest attracted a large number of entries from 
retailers in all sections of the country. It also brought 
together an unusually fine collection of retail shoe 
advertising. The ads that found most favor with the 

[TURN TO PAGE 
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KAUPP & TUFFLY'S 

" wn Geuting’s, of Philadelphia, was given the award for best men’s shoe 

BO UTHERS advertising among the stores located in the larger cities. Some of the 

typical ads from the interesting group entered by this store for con- 

sideration by the judges are — in the upper left hand corner of 
this page. 





“YOUR FAMILY’S SHOE STORE 

Brings Out ' 
STYLED BY ‘ZEGORAY 
Te “60.Wite” youn 


The three children’s shoe ads 

by Rich’s of Washington, 

D. C., give an idea of the 

entries that won for this store 

the judges’ award for the best 

juvenile ads from a city of 
over 100,000 





tommed wah lage mois evelens ond 
lewher rope Me bends 'orthe boots 
wd eddie” cles 
THE SHOES = THE. BAGS 
88.75 85.95 
Orhes Howey & Taltly Specrater Speen Sheer $6.15 v0 $1075 
out Krupp & Taltlhy Pre. 





Krupp & ie ag of Houston, Texas, took first place 


for women’s s advertising, among the stores entered 
from the larger cities. Here are two typical ads from a 
series shown by this store. 
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"LASTEX’ SPELLS REPEAT SALES 


in shoes as well as in other things 


Women’s shoes made with "Lastex" fabrics 
were admittedly the outstanding success 
of the 1936 Fall season. For the 1937 Spring 
season “Lastex” shoes are sponsored by 
more than thirty (30) of America’s leading 
manufacturers of high grade footwear for 
women. “Lastex” cannot possibly fail to 
occupy the lion's share of Fashion's spot- 
light this Spring and Summer. 


“Lastex” shoes are not a season's fad or 
a passing vagary of style. “Lastex” shoe 
fabrics are here to stay as a permanent 
contribution to the industry, as a distinct 
advance in beauty, fit, and comfort. There 
are sound and fundamental reasons for 
the triumph of this new idea. 


“Lastex” Has Won Out Because... 


The product is an absolutely unique, pat- 
ented elastic yarn, the only one of its kind 
in the world, which imparts permanent 
elasticity to any fabric, woven or knitted, 
with which it is incorporated. 

The name is the most widely adver- 
tised and publicized, the best selling 
name, in any branch of the apparel 
industry today. 

Nine out of ten women who enter a 
shoe store in any part of the country 
already know the fit, comfort, and de- 
pendability of “Lastex” in corsets or 
hosiery or millinery or bathing suits 


REG. U. S, PAT. OFF. 


THE MIRACLE YARN THAT MAKES THINGS FIT 
An elastic yarn manufactured exclusively by United 
States Rubber Products, Inc. 
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or underwear or other items of the femi- 
nine wardrobe. 

The gentle yet strong and enduring elas- 
ticity of “Lastex” fabrics will not bind or 
pinch the feet, but, on the contrary, gives 
a comfort and fit hitherto unknown in any 
other type of shoe. 


“Lastex” shoe fabrics, whether in the 
form of gorings, inserts, or whole quarters, 
will not lose their elasticity on the dealer's 
shelves or on the wearer's feet. 


“Lastex” shoes are backed by an exten- 
sive and continuous national advertising 
campaign, on the part of “Lastex” itself, 
on the part of shoe manufacturers using 
“Lastex” in their shoes. 


The development of new, still more in- 
teresting, and more beautiful “Lastex” 
shoe fabrics never stops. They are now 
available in open meshes, gabardines, 
laces, satins, crepes, and the famous “Plea- 
tex"’—an improved pleated material which 

in richness and variety of appear- 
ance far surpasses any other pleated 
material ever offered the shoe indus- 
try. Other fabrics are in course of 
preparation. 

For booklets and more detailed in- 
formation on the uses and advantages 
of The Miracle Yarn in shoes for 
women, address “Lastex,” 1790 Broad- 
way, New York City. 





New slash step-in 
for Spring, with front 
and side gores of 
open-mesh “Lastex” 
shoe fabric 
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JANUARY 


ARE NOW 
READY 


The January price ticket 
is in white, blue and gold 
and has adequate space 
for wording or stock 
number. 















Freshen up your New 
Year window display with 
harmonizing show cards 
and price tickets. The 
January show cards are 
now ready in an attrac- 
tive and seasonal design 
in gold and blue on a 
snowy white background 
and bear messages per- 
taining to style, quality, 
protective footwear, and 
January Clearance Sales. 










CARD HOLDERS 


Two styles are available; 
Natural wood finish or 
oval base — burnished 
gold — three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 












Pouy Cue for Price Tickets—Adjustable— 
- - for Price Tickets a at any angle. 
























































Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35c each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 
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Polly Clips 





Polly Shoe Holder 7 F 


To display arch, branded, and 
fibre-sole shoes. Always re- 











mains in upright position. sessesce 
Yo dozen ............. $1.65 
1 dozen .............. 

i Neos. 

Recorder Stock Record 
Tickets mae 

for shoe cartons. Cyclone clips Piice............ 
included: : 








ee 








sesaesed 


ee a 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
oe — Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 




















(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 





CARD 


SHOW 





STORE MA EOSSSaa>=»A"D37"D"D@D]Haa=E=EEEDDEENEEEEEHEESSS—S=—_—SSSSSSSS==ST* 
01H >S>SSIESIlUISSEEEEhEh >>Ebh» hLDA AHI lO—ESEEEEIl™Uh >= 


We sell Men’s, Women’s, Children’s Shoes and Women’e Hosiery. 


lines not carried.) 


OWNER 


for 


For 
each month’s service deliv- 





SERVICE | MONTHLY TICKETS 


Ne. | $5.00 100 





subscribers 


must be drawn on U. S. 





ANNUAL 


additional 


Ne. 2 4.00 100 


- per year, payable 


- per month. 





card holders. 


foreign 


Ne. 3 


month 








If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 


Ne. 4 


banks, or include exchange. 
per 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 

















$ 
from 


FOR 











MERCHANTS SERVICE DEPARTMENT 

BO¢ i= 4ep> 

INCREASED BUSINESS os ja 
r)e { IV C4 


/Macl (on por oro! S-STATE ST: CHICAGO™ILL: 


4 bes 


J FOR ITSELF +- IN 



































--, consisting of 
. card holders (with 


the first month’s service), 
... IMPRINTED 


TICKETS, at 35¢ per fifty, 











additional. 





for Card Service 


“——"*: White 
beard, green “R”: Pale yel- “QO”; White “p>; White 
and gold—yel- low board. De- board; design board. 

low design. sign in me- in two shades in turquoise 
“oO”: Same dium blue. of green. blue and rose. 
style, yellow is 

beard, green ize: "De 

coy gpa Size: 1%” x 2¥4”—Prices on opposite page. 


Please enter our order for the 
Recorder “Selling Messages,” 
beginning with JANUARY, 
continuing monthly for one 
blank tickets each month, 


year, 


COUPON 





MEN’S 
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SHOES . 


Bought on Rational Style Basis 
at Chicago 


Clearly Defined Trend Helps Selling and Holds Promise 
of Profitable Summer Despite Inevitable Price Rise 


THE types of shoes bought by men’s shoe buyers at 
the National Shoe Fair resolved themselves very much 
into a question of geography and the particular types 
of retailers buying them. No two manufacturers agreed 
as to the specific types of shoes they were selling, 
though the general trends followed a fairly direct and 
well-defined course. 

In the better grades, it was generally felt (just as it 
has been for the past four or five years) that Summer, 
1937, would be a year of combinations in sport shoes. 
Many were sold in the lighter shades of brown and 
white, in combinations of white buck and calf; white 
and tan calf; white printed calfskin and various leathers 
trimmed with reptiles and reptile prints. There is a 
new white calf on the oyster shade that has a very 
soft look and a depth of color that gives it the appear- 
ance of having a nap. This type of leather, seen in the 
better grade shoes, was a decided factor in boosting 
the white and combination sales in these lines. Reptile 
prints on white buck, with wing tips and quarter fox- 
ing and inlays on combinations, where the trim pre- 
domiated, found considerable favor. Natural golden 
alligator is used extensively in very heavy trims, while 
some frog and alligator and pig-trimmed shoes were 
bought. Black calf trims were also sold in the better 
grades. 


"THROUGHOUT the selling rooms there was an under- 
current of thought that this yearly business of disposing 
of white as the leading sport shoe had assumed ridicu- 
lous proportions and that something should be done 
about it. They felt that white shoes would continue to 
be the leader in sport shoes for many years to come, 
particularly in the medium grades. Those buyers. who 
were buying white felt very strongly on the subject, too. 

Certainly, the impetus that ventilated shoes is feel- 
ing should increase the acceptability of the all-white 
shoes. In elk and buck, ventilated shoes are smartest 


and most popular in all white. Still another spurt - 


should come from the acceptance of a deck shoe in 
white canvas with a rope sole, a type which sold very 
well in the several grades in which it was represented. 

If buying and interest in white at the National Shoe 


Fair are an indication of the way the wind is blowing, 
Summer, 1937, will see the cause of the white shoe still 
further advanced in volume selling. 

Color, too, is coming in for more play, chiefly in 
reversed calf and buck types and the usual knock- 
around shoes with heavy-colored crépe soles. One manu- 
facturer reported a tremendous interest in these col- 
ored-type shoes by an account as far away as Honolulu. 
Blue, green, maroon and grey, as well as several 
browns, sold well. Colors sold too in tennis cloth shoes 
with rope soles and in escadrilles for beach wear. 
Quite an interest was shown chamois-colored reversed 
calf and a good business was done by manufacturers 
who had the correct color, a warm, almost honey 
shade. Shoes of this character were bought extensively 
by a leading New York department store in a boldly 
detailed peasant type of shoe, with a heavy crépe sole. 

Grey is definitely on the horizon and many of the 
Western houses are doing a fine job on grey in street 
types, ventilated models and definite country sport 
shoes. It is used in two-tone effects and in combination 
with black and is seen as a trim on white buck as well. 


THE big news of the Fair, though, was the wide- 
spread acceptance of ventilated types. There are sev- 
eral manufacturers who have done an extensive job on 
them for the past two or three years and who have 
steadily maintained that they were a very acceptable 
shoe. Their enthusiasm this year, apparently, has be- 
come contagious to the buyers. This select clique of 
manufacturers claims an unprecedented acceptance at 
at the show of this type of footwear. They say the vogue 
which previously had been confined to the West and the - 
South is growing in leaps and bounds and it looks like 
the biggest ventilated shoe year on record. They are 
very much saner looking shoes this year, however—a 
point for which to be thankful. Punchings are fitted 
and make very much neater-looking shoes. Patterns are 
cleaner, with less emphasis on the “streamline” idea, 
and have more common sense and feeling for good dis- 
tribution of design. This field is further improved by 
the arrival of several new waffle-weave embossed and 
[TURN TO PAGE 42, PLEASE] 
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SELLING 
PUNCH 


moves 
merchandise 


**Bottomed with Rock Oak Sole Leather’’ 


This point clinches sales that might other- 
wise be lost. It means extra value and ex- 
tra wear for customers, and quick turnover 
for the shoe merchant. 


Rock Oak has firmness, wearability and 
flexibility that comes from good hides be- 
ing tanned scientifically. 


Insist that your manufacturer use Rock 
Oak soles when you place your next order. 
Rock Oak is backed by a reputation of 
more than fifty years’ successful experience. 


The American Oak Leather Company 


Cincinnati Chicago 
St. Louis Boston 
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IT’S NET PROFIT 
THAT COUNTS 


Based on an Interview with 


M. F. CRONKITE 
General Manager, Turrell Shoe Co., Seattle, Wash. 


NET profit today is what counts. 

One of the surest ways we have found of being cer- 
tain that the business is making a reasonable net profit 
is to reduce all our comparative record figures to a 
percentage basis. 

By comparing percentages month by month, a clearer 
picture may be had than when totals only are reviewed 
and studied. Knowing by the tenth of the month just 
what were the results for the preceding month has 
many distinct advantages. 

There is comparatively little extra work made in 
translating the results of the business to a percentage 
basis. All bookkeeping for that matter requires a 
certain amount of labor, so if a little additional effort 
is put forth, efforts which really produce telling in- 
formation, this extra work is more than offset by the 
story told by the compiled figures. 

Departmentized figures, reduced to percentages and 
recorded month by month over a period, grow in value. 
The management is given the opportunity of studying 
the charts, then to strengthen the business in accordance 
with the story the figures tell. 

One of the main contributing factors in most failures 
and near failures is said to be traceable either to the 
lack of proper records or to the inability to profit by 
those records which were kept. Everyone in the retail 
shoe business is forced to keep books, so why not 
keep them in such a manner that the really vital in- 
formation they contain is presented in a simple, under- 
standable form. 

Records, after all, are nothing more than guides. 
Any good system carefully kept and carefully analyzed 
should show a shoe man the path to take in order to 
conduct his business in a profitable manner. Merchants 
are in business primarily to sell shoes and not to keep 
records; yet good record keeping is fully as essential 
as good salesmanship, good stockkeeping or a well 
planned advertising campaign. 

A man to stay in business today must interest him- 
self in all branches of it in order to know what it is 
all about. If he is really wise, he will forget about 
gross volume and concentrate on net profits. Net 
profits are bankable, while the quest for a large vol- 
ume may easily turn into a liability, and a real loss. 

If an operation expense has been keeping around a 
1.5 percentage for a period, then suddenly jumps to 
2.5 per cent or down to less than one per cent, an in- 
vestigation always turns up some interesting informa- 

[TURN TO PAGE 43, PLEASE] 


























Left, The Randolph, No. 


Last season thousands of men stepped into the stores of Jarman 
dealers. They were looking for a shoe with more than usual 
style. They were willing and ready to pay a better price for 
that shoe. And they found just what they wanted in these smart- 
looking Jarman Custom Shoes, as fine and as fast-selling as 


anything ever shown at $6.50. 


Jarman Custom Shoes were the sensation of the recent Chicago 
Shoe Fair. They’ll be a sensation as sales makers for you. 
Jarman is the only advertiser consistently using full-color pages 
in national magazines . . . showing millions of men these new- 
est styles for Spring. Be ready to sell these men when they 
come to your store to buy. The Jarman representative wall call 
on request. Write: JARMAN SHOE COMPANY, Nashville, Tenn. 


JARMAN SHOE COMPANY - NASHVILLE, TENN 


M4533, Genuine Alligator and Genuine White Buck. 
Right, The Clifton, No. M4534, Genuine Alligator and Genuine White Buck. 








CUSTOM SHOES $65° 









* DIVISION OF GENERAL SHOE CORP. 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 
tion of standard colors and sizes. 

These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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NORTHWESTERN RETAILERS 
Meet in SIOUX CITY 


SIOUX CITY, IOWA.—All national 
chains were excluded from member- 
ship in the Northwestern Shoe Retail- 
ers’ Regional Association, effective 
immediately, in a closed executive 
session of the association, at its an- 
nual convention which closed here 
Tuesday night. 

The members took this action in 
ratifying an amendment to the consti- 
tution, a proposal submitted at the 
1936 annual meeting and held over 
for one year under constitutional regu- 
lations. 

The amendment provided for crea- 
tion of a special committee to pass on 
the eligibility of all other chains. The 
special committee named was Eli 
L’Esperance, Grand Forks, N. D., 
chairman; Howard Sundum, Devils 
Lake, N. D., and O. H. Schuler, Min- 
neapolis. 

Mr. Schuler, Minneapolis shoe mer- 
chant, also was elected president of 
the association for 1937, succeeding 
H. A. Halseth, Sioux City, and H. S. 
McIntyre, Minneapolis, was renamed 
secretary-treasurer for his seventeenth 
year. Minneapolis was chosen for the 
1938 convention. 

State officers of the association were 
elected as follows: 

Iowa — H. A. Alexander, Des 
Moines, vice-president; L. C. Nefgzer, 
Spencer, director. 

Minnesota—J. C. Muenzer, Ferfgus 
Falls, vice-president; Harold Hart, 
Long Prairie, director. 

North Dakota—Eli L’Esperance, 
Grand Forks, vice-president; Howard 
Sandum, Devils Lake, director. 

South Dakota— Arthur Johnson, 
Sioux Falls, vice-president; Harry 
Lampe, Huron, director. 

Wisconsin—W. C. Koch, Osceola, 
vice-president; E. A. Rice, LaCrosse, 
director. e 

Two resolutions were adopted, both 
on national legislation favoring the 
retailers. One urged that all Con- 
gressmen from the five states embraced 
by the association support Congress- 
man Wright Patman’s definition of 
business bill, designed to check and 
prevent monopoly by mass distributors 
in the fields of production and dis- 
tribution. Patman was asked by the 
association to draft such a bill at the 
1936 convention. 

The second resolution expressed ap- 
preciation to Congressman Patman for 


his work in having the Robinson-Pat- 
man Act passed by the last session of 
the Congress. The Northwestern Shoe 
Retailers was the only shoe retail 
group that actively worked for pas- 
sage of this act. 


More than 350 retailers were regis- 
tered at the convention, which opened 
Jan. 17 with the dinner meeting of 
officers and directors. Regular sessions 
were held Monday and Tuesday after- 
noons, with the mornings open for 
inspection of sample lines. 


Outstanding addresses of the con- 
vention were delivered by Carol Smith, 
Sioux City clothier and vice-president 
of the Sioux City Chamber of Com- 
merce, and Bernard C. Bowen, western 
manager of the Boot anp SHOE ReE- 
CORDER. 


Mr. Smith, in substance, said that 
increased shoe sales could be achieved 
by giving the customers what they 
wanted, and that style created demand. 
America and not London nor Paris has 
become the style center of the world, 
he said. 

“The great mass of business comes 
as the result of desire, and. desire 
comes as the result of style,” said Mr. 
Smith. “If we had to go back to sell- 
ing button shoes we would go broke.” 

Mr. Smith emphasized the assertion 
that shoe merchants must give their 
customers what they desire, and not 
what the shoe merchant wants to sell. 


After citing the decline in national 
average shoe purchases from 3.14 per 
capita in 1909 to 2.95 per capita in 
1935, Mr. Bowen declared that show- 
manship. was the answer for the retail- 
ers’ problem. He said the shoe mer- 
chants’ first task was to, entice the 
customer inside the store, which could 
be accomplished by attractive show 
windows, newspaper advertising and 
broadsides sent to the customer mail- 
ing list. 

He devoted much discussion to 
showmanship in windows, asserting it 
must attract customers by light, color, 
movement and emotion. He suggested 
display cards for creating emotion and 
atmosphere, and gave examples of the 
timeliness of showmanship that has 
paid dividends to merchants. 

“Find out what people want, and 
do more of it,” said Mr. Bowen. “Find 
out what they don’t like, and do less 
of it.” 
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Shoe Merchants of Five States Re- 
ceive Warm Welcome As They 
Gather in Iowa City for Annual 
Convention of Regional Association 


Special Dispatch to Boot and Shoe Recorder 
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He said the second problem of the 
merchant is to make the sale through 
providing desired merchandise, 
through service, reputation and atmos- 
phere. Mr. Bowen called attention to 
the value of a smile for shoe salesmen. 

The third problem of the shoe mer- 
chant is to make money, said Mr. 
Bowen. He said, “Money making de- 
pends on correct average buying and 
mark-up, watching financial and stock 
records day by day and by doing more 
thinking and planning.” 

Monday’s business session was 
called to order by President Halseth, 
who urged retailers to buy as many 
shoes as possible now because the mar- 
ket was rising, and money could be 
made on a rising market. 

Ryal Miller, president of the Sioux 
City Chamber of Commerce, was in- 
troduced and he introduced J. C. Mul- 
laney, past president of the Chamber 
of Commerce, who called attention to 
the development of the Missouri River, 
which, he said, “would provide cheap 
water transportation to the Middle 
West by 1938.” He also cited the in- 
crease in business for 1936 as com- 
pared with 1935, listing bank clear- 
ings, construction activity, power con- 
sumption and prices paid for grain 
and cattle as indications of more 
prosperity. 

W. D. Hayes, Mayor of Sioux City, 
gave a talk of welcome, and Mr. 
Smith’s address concluded the Monday 
session. 

In addition to Mr. Bowen’s talk 
Tuesday afternoon, F. W. Samson, 
president of the Iowa Shoe Travelers 
Association, gave a talk of good will, 
and the election of officers and the 
closed business sessions were held. 

The convention was not lacking in 
entertainment features. The entertain- 
ment opened Sunday night with a stag 
party for the men, attended by about 
400 persons, and a theater party for 
the visiting ladies. Luncheons were 
held for the merchants and the ladies 
separately Monday noon. 

More than 250 persons attended 
the annual banquet and ball Monday 
night at the Martin Hotel, convention 
headquarters. Rex Hatfield was toast- 
master and special entertainers per- 
formed. 
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History Repeats Itself 


[CONTINUED FROM PAGE 21] 


lasted through the 17th Century. Dresses were so long, 
shoes hardly showed. Yet, red shoes were worn by 
men and women! 

Our Richelieu shoe relates back to the finer, more 
elegant shoe under the great Richelieu. Leather, velvet 
and satin were used for shoes. Color was rampant. 
Some black was worn. Stockings first contrasted and 
then matched shoes. Red stockings were a favorite. 
Later different colored shoes and hose were worn on 
both legs. Green was a popular color. What imagina- 
tion the French used in naming colors! Some of their 
names include “kiss me, my sweet,” “scratched face” 
and “dying monkey.” For the first time history speaks 
of a minister of style, Langles. 


LOUIS XIV 
1643-1715 

FFIVE-INCH heels which made walking difficult was a 
part of this era of royal splendor. Even these stilts 
did not give women enough height and they wore hats 
with high points. High hats sound familiar to us! 
People of the Court wore red heels, whereas colored 
heels were generally worn, and often colored shoes. 
In 1670 Louis XIV had paintings of the beauty and 
sculptures of the Parthenon. 


Shoes were very elaborate with gold and silver orna- 
ments, bows, buckles, jewels, embroideries, ribbons and 
laces that were worth far more than the shoes. Some 
shoes had bows to match garters. Heels were often 
jewelled. Extremely high tongues were found. Squared- 
toed shoes were the favorite. Theo ties were popular. 

After this luxury there were somber years from 1685 
to 1715. Following such impractical shoes, it is little 
wonder that high shoes came in. Shiny black leather 
shoes with a large buckles were chosen. Ready-made 
shoes were introduced in 1663 by a shoemaker of 
Bordeaux who brought them to the King. This was 
the first boot made without measurements. The King 
made him the Royal Shoemaker. 


LOUIS XV and LOUIS XVI 

1715-1774 1774-1789 
THE vain French superiority of dress was widely 
talked of. Rousseau in 1773 said: “The Parisiennes 
dress so well, or as least have such a reputation, that 
they serve in that as in everything, as a model to the 
rest of the world.” Shoemaking became an artistic 
trade. Shoemakers were artists. Madame DuBarry 
who employed the King of Shoemakers, was envied 
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for her shoes. Madame Pompadour created a stir by 
wearing white shoes. 

Elegance was still achieved through buckles, jewels 
and even real diamonds. Shoes with flower gold or 
silver embroideries were worn. The pump was 
favored. Then, as now, new leather made the pump 
new-looking. Heels were high. The slight point on 
vamps grew. High frontlines were seen. In 1720 the 
toes were square, then round, then pointed, and back to 
square. The tongue disappeared. Opera set the style 
pace, and when the tongue was worn over a diamond 
buckle it entered the limelight again. Many bright 
colored shoes were worn. Heels start to go down. Out- 
door life and love of nature influenced dress. 

Marie Antoinette set the fashion under Louis XVI. 
The first style magazine appeared. Political happen- 
ings caused the Queen to become more moderate in 
dress. Clothes became less ornate. 
Chinese was acquired through Chinese paintings. Shoes 
were cut low, with small ribbon bows replacing large 
buckles. High laced boots were worn for riding. Those 
wooden sole patines again appeared. 


FRENCH REVOLUTION 
1792-1799 
THE French Revolution left its mark on dress. There 
was a setback in style, a destruction of luxury. The 
price of leather went up. The shoemakers apparently 


A taste of the — 
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did not want inventories. They played safe and 
developed a Neo-Grecian style of sole held together by 
ribbons . . . the start of the Cothurn. It did not matter 
that feet were exposed to all kinds of weather. Styles 
in general were simple. 

Many pink shoes were worn, and later black foot- 
wear, with the return of the red heel. Men wore patent 
leather boots with colored tops, often yellow. Women 
wore them also, particularly when riding. Newly rich 
people with gaudy taste replaced many of the aristoc- 
racy. They wore such gaudy shoes as Cothurns with 
big tassels in front, like Magyar horsemen. Rings were 
worn on exposed toes. Women of poor means wore 
slippers like our bathing shoes of 1912. Ice-skating 
was the cold weather pastime and skates had turned 
up points in front. 


FIRST EMPIRE 
1799-1815 
EMPRESS JOSEPHINE purchased 520 pairs of shoes 
each year, many impractical, and with thin soles. They 
loved bright colors. Napoleon brought materials back 
from Egypt and Italy. Shoes were individual and high 
priced these days. Coppe, the famous shoemaker, 


signed each shoe as an object of art. The looks counted 
and not the wearing quality. An amusing story is told 
about Coppe. A client complained about a town shoe. 
Coppe answered with: “I see what it is. Madame must 
have walked with them.” 
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... aad LISTEN... 
TRIM TREDS PLEASE QUALITY-LOVING WOMEN 


for an increasing number of your 
customers. You can please them 
with Trim Treds of top grade 
leathers, finest workmanship and 


high-styled novelty types as well 
as arch-supporting patterns, Trim 
Treds enable you to fill the de- 
mand for either style or com- 
fort without buying two seperate 
line of shoes. 


is good enough 
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The Neo-Greek Cothurn was the smart shoe at the 
beginning of the First Empire. Even then women 
bought shoes that linked with the silhouette of their 
dresses. They felt, it was stated, that the Cothurn went 
with their peplum frocks. As practical as the Cothurn 
was in warm Rome, so impractical was it in cold Paris. 

Colored shoes were the great vogue from 1812. Shoes 
for walking were launched in 1815. The ornamenta- 
tion of shoes was of particular interest. These orna- 
ments included embroidery, silver fringe, silk plush, and 
much fur, including ermine and astrakhan. And what 
traveling shoes they had!—velvet shoes with cork soles. 
And they were trimmed with mink tails. An Oriental 
influence was felt with the excavation of Pompeia at 


the end of the 18th Century. 


RESTORATION 
1815-1852 

THERE was austerity in this religious era. Yet slip- 
pers were designed to enable the shapely feet of women 
to be admired, we are informed. High heels became 
a thing of the past. Criss-cross straps and lacings 
came into the shoe picture. Vamps were long. Stitch- 
ing was a trim. D’Orsay sidelines were present. Side 
buttoned gaiters were in the foreground. Soft beaver 
high boots were worn over slippers in winter. House 
slippers, particularly in tapestry, became important. 
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What fashion coordination, even then! The material 
of the dress was often used for the vamp of leather 
shoes. Bows of shoes were repeated on dresses. Many 
of the élégantes wore two-toned shoes. Anklet straps 
and pumps were worn. There were diamond-shaped 
cutouts. In 1818 laced high slippers were the news. 
So vain were they of their footwear that on the way to 
the opera many women carried their lovely slippers in 
their pockets while they wore wooden shoes. 


SECOND EMPIRE 
1852-1870 
JEMPRESS EUGENIE with her tiny feet, had an ex- 
pensive hobby—to wear shoes once or twice and dis- 
card them. The narrow pointed toe of this day was 
turned up only for the Empress. Her high, tan shoes 
for walking started a fad. 

Huge crinolines made feet look small. At home, 
satin slippers with laces and ribbons rated. Slippers 
for balls or dress-up wear had little or no heels, while 
the high daytime shoes were of English leathers with 
high heels and side buttons. There were patent leather 
tips, laces away up, side gores and a mention of beige! 
The end of the Second Empire brought in high heels 
that, according to the French artists, spoiled the art 
of the shoemaker. Dresses were even shortened to allow 
men to admire the tassel-trimmed, high polished boots. 

































... aad LISTEN... 
HEEL LATCH FEATURE MARES SALES QUICKLY 


One glance at their clever styling 
«+-ten steps of their luxurious 
comfort SELL your customers 
Heel Latch shoes. Here’s smooth 
action as seen in Vogue and 


Good Housekeeping magazines! 


Women everywhere want smart 
shoes that are really comfortable. 
For a merchandising success you 
NEED Heel Latch shoes with 
their built-in cushions that lock 
the foot in place. 
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Calf, kid, cow, and Russian colt leather boots were 
ornamented in 1865 with buckles. High and low gaiters 
were worn. 


SCANDINAVIAN and NORTHERN 
COUNTRIES 


LEATHER vas so plentiful in Scandinavia and north- 
ern countries that leather stockings were worn with 
low shoes or skeleton-like sandals. There was so much 
leather obtainable from the many animals in their 
dense forests that leather garments were worn in the 
Bronze Age. 

Their footgear was the high shoe, often trimmed with 
wolf, lynx, raccoon or fox. Men wore similar shoes 
in this rocky mountainous country of short, hot Sum- 
mers and long, cold, sleigh-riding Winters. Women 
were color conscious in this era, too, as the young 
ladies of Verend wore red stockings with their red- 
heeled black leather mules. They went in for novelties, 
we learn, as the women of Leksand often wore shoes 
with heels in the middle of their soles. 


GREAT BRITAIN 


@F all Northwest Europe, Great Britain was the most 
representative. Tunics covered most of the feet of the 
early Anglo-Saxons. Their shoes were black without 
ornamentation. Around the 8th Century, red, brown, 
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orange and blue shoes appeared. In the 12th Century 
shoes were pointed like the horn of a ram. 

In the early days the Scotch shoes were of untanned 
leather with the hair on. They were black or reddish 
brown, fastening with straps or buttons. Later shoes 
were made of natural leather with the hair inside. 
Steam was invented. The shoe industries, with others, 
flourished. 

English navigators brought in new raw materials 
and exotic influences. The shoes of the elegante were 
embroidered in petit point. Often they were of brocade 
or lamé. The dress shoes were cothurns of white satin 
with red laces. In 1755 refined manners and luxurious 
dress were borrowed from the French. High white 
shoes had diagonal stripes. Then every color of shoe 
was trimmed with contrasting stripes. Cheap shoes 
were very pointed and did not have heels. [Beau 
Brummell, that “glass of fashion and mold of form,” 
became the oracle in matters of men’s dress and eti- 
quette in the early 19th Century.] Progress continued 
with the invention of steel needles in 1853. The first 
steam automobile in 1890 influenced clothes. Cos- 
tumes for travel and sports came into the picture. 


SPAIN 
ENVASION and political changes had a bearing on 


Spanish costumes. A Moorish influence was felt at 
the time of the First Crusades in 1096. Later French 











.and LISTEN... 
STYLE STRIDES REPRESENT BIG VALUES AT $4 





Thousands, yes millions, of 
women want shoes at this pop- 
ular price. Here’s one lint that 
you can safely merchandise. 
Style Strides offer rapid in- 
stock service; they’re smartly 


styled; they’re well built of 
quality materials to create 
customer satisfaction; they’ ll 
build your reputation for 
value leadership ... better see 
Style Strides SOON! 











Segneh of. International Shoe Co 


"ROBERTS SouNSON $1 RAND 


ST. LOUIS, Mo. 
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fashions played an important role. Long, pointed 
vamps were moderated after the 14th Century. In the 
15th Century wooden patines were the rage, replaced 
by sandals with heavy leather soles. For three cen- 
turies the Spanish wore richly ornamented patines, 
slightly lower than those worn by the men. 

Arabian women in Grenada wore half-boots with 
wooden soles. For a time crimson shoes of Roman 
empresses were the vogue. The 19th Century brought 
in black satin sandals, dark shoes with metal buckles 
and sandals held on by leather straps, winding about 
the feet three or four times. 

In Portugal the shoe was the luxurious and_ major 
part of the costume. They were trimmed with gold, 
pearls, rich embroideries and buckles. They were orna- 
mented according to the wearer’s rank. A wooden sole 
was edged with gilded nails. There were so many shoe 
makers in Lisbon that they supplied shoes for all 
Portugal. 

ITALY 


THE costumes were varied in this oft-termed “daugh- 
ter of Greece and Rome” after the Roman Empire 
was no more. The entrance of the conquerors had its 
effect on clothing. Simple sandals and laced boots 
were worn. Pointed toes were the style. Colored 
leathers were favored. The low classes wore bow- 
trimmed colored shoes without heels. 
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The outdoor shoe of the Venetian women were 
patines, actually covered with velvet. They were called 
“cows feet.” The cothurn of rough leather was an- 
other outdoor shoe. It was held on by firm straps. 
Mules with high heels and pointed toes were approved. 


Some hand-sewn shoes with silver buckle trims ap- 


peared. Leather laces were used for men and women. 


RUSSIA 


EELEGANCE in costume was seen in Russia regardless 
of freezing climate, neighborly intervention, anarchy 
and wars. High boots of leather or heavy materials 
appeared to prevent the feet and legs from getting 
cold. Ingenious Russians added style to their footgear 
by wearing over their boots a sandal, held on by 
criss-cross straps. Many peasants wore tree bark shoes 
or top boots of leather or felt. Many men wore 
“lapots,” shoes made of. strips of the inner bark of 
birch or lime trees braided together, fastened with 
straps and wound around the legs. 

St. Petersburg was the center of Russian elegance. 
In their homes wealthier women were shod in elegant 
pumps over which they put on furred snow boots when 
they ventured outdoors. Weaving being a Russian art, 
shoes and boots were often’ embroidered with a special 
tape. The embroidery often had a particular sig- 


nificance. 























... aad LISTEN... 
POLL-PARROTS LEAD IN CHILDREN’S SHOES 


Capitalize on the increasing prices and quality construction. 
interest in the correct fitting of For boys and girls of all ages Poll- 
children. Link your name with Parrots are trimly fashioned of all 
Poll-Parrot shoes and theirreputa- leather over special juvenile lasts, 
tion for honest values, reasonable combining service and comfort. 
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GERMANY 
EN the 17th Century reforms and hard laws set back 
the progress of German costumes. In the 18th Century 
came a clothing spurt by way of France. The dull, flat 
shoes gave way to pumps with criss-cross ribbons. 
These people went in for red, too, as we hear of red, 
blue, and black shoes. Occasionally dark shoes were 
bordered in red. 

The low heel was the general rule. When high heels 
appeared in the 17th Century women found it hard to 
walk. Buckles and bows were their pleasure, often 
serving as a throat ornament on slippers. 

In sections close to Germany shoes followed the 
themes of their ancestors. In Austria-Hungary, red- 
heeled morocco leather shoes are some people’s choice. 
They also wore wooden sole buckskins with red ribbons 
laced through the sole and bound around the foot. In 
Winter they wore boots. Bohemia also went in for 
red shoes. In Dalmatia simple costumes with fringe, 
braid and laces called for peasant slippers. A Dal- 
matian nobility custom was the purple stocking em- 
broidered in yellow. In Switzerland, flat heeled black 
slippers with silver buckles was the vogue. Metal 
heels were an old Swiss custom. 


THREE AMERICAS 


NORTH, South and Central America are considered as 
a whole. The clothing of Colonial settlers duplicated 
what they previously wore. Boots were the practical 
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choice, with some slippers worn. Striped boots with 
short round toes and fur fringe were the preference 
of Canadian women in the 18th Century. Soles held 
on by straps or bands were seen in South America. 

It was a different story in 17th Century Virginia, 
where rich women wore fine high-heeled shoes trimmed 
with laces and bows. They wore wooden shoes in 
the country and during rainy weather. The lower 
classes wore rough leather shoes, except for their 
Sunday “best.” Black shoes with black or white stock- 
ings were the choice of conservative Philadelphians. 
Quaker brides in the rich 18th Century wore blue 
brocaded shoes with pointed toes and high, wide heels. 
Patines, those good old favorites that have survived 
through the ages, were worn by women to give height. 
Morning shoes of silk, Russia leather embroidered 
with flowers, or red morocco made an appearance in 
1740. 

Fine materials in simple shoes were worn in the 
early 19th Century. Silk slippers from France were 
found impractical on our badly paved streets. Young 
women often made their own, Indian-like moccasins 
for home wear and from the Indians they bought fur- 
trimmed moccasins to wear over their slippers. High 
shoes for women were laced at the side in the early 
nineteenth century. Gaiters and boots had leather 
fringe on the top. 

In the last quarter century high laced shoes gave 
























ee 


: sNieita! oe ee who want the best. Among their brown calf or kid, rigid arches, 
bf 44 many features are solid leather saddle arches or molded insoles. 
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paee Beer oe heel bases, insoles and counters, 








.. aad LISTEN... 
PATRIOTS SATISFY DISCRIMINATING MEN 


y- With the trend to quality, every 
f .& store needs Patriot shoes for men of glazed Kangaroo, black or 





full grain leather linings, uppers 


Styles come in straight or wing tips. 




















- ROBERTS. JOHNSON & RAND 


Branch of international Shoe Co 


ST. LOUIS. Mo. : 
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way to low cut models both in women’s and men’s 
footwear. The almost miraculous development of style 
consciousness has made each season a battle for style 


supremacy. A ayiy 
All this shows the why and wherefore of our best 
styles today. 


The new season is resplendent with shoes which 
have dramatic backgrounds—shoes that prove true 
smartness, for as Napoleon once said: “I can tell true 
smartness by the gloves and shoes a person wears.” 
And our new season is resplendent with shoes which 
have the distinct personality our American public wants. 





Men’s Shoes Bought at Chicago 


[CONTINUED FROM PAGE 30] 


punched calfskins which make up exceptionally well 
in combinations. Most favored colors are all-white, 
tan, chamois, grey and combinations of these colors. 

There is a definite trend in nearly all grades to fuller, 
squarer-looking lasts in brogues and bluckers for 
street wear. Many of the leading style houses are fea- 
turing lasts of this character which they are calling 
variations of an English trend and on which they are 
unanimously agreed they are doing some business. In 
the popular-price grades, particularly, such a trend is 
being experienced. The extremely fast-looking, long, 
thin, needle types are undergoing a transition toward 
a more rational type of shoe. 
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Flexible shoes were considerably in evidence in 
various constructions and stylings, the general trend 
being toward lighter weight models with an emphasis 
on the new importance of fitting. 

The outlook for novelties is very good. Considerable 
volume was done in Norwegian types for lounge and 
beach wear. These new shoes which are now seen in 
several types of construction and in practically all 
colors and leathers are becoming increasingly popular. 
The range in materials includes rough reversed calf, 
natural-colored cowhide, sail-cloth with composition or 
rope soles. From .a fashion angle it was a very satis- 
factory show, retailers having made up their minds on 
what items they wanted and having bought accordingly, 
with quick decision. The price rise in evidence every- 
where perhaps had something to do with this; how- 
ever, little grief is expected because of the unusually 
clear style trend. 


Get Ready for Foot Health 
Week 


[CONTINUED FROM PAGE 17] 


Near future issues will bring further helps for Foot 
Health Week displays, advertising, and feature articles. 
But immediate effort should be made to win the inter- 
est and cooperation of “outsiders.” Foot Health Week 
is an idea of international proportions. Be sure you 
make the most of its potentialiies in your town. 




































... aad LISTEN... 
UPTOWN FREE MOLD FEATURES BUILD SALES 


2 You have ‘‘something to talk 
ree about” that really convinces, in 
eo, Uptown Free Mold Shoes. Seam- 
lessly smooth backs follow the 
natural, smooth contour of the 
human heel adding comfort and 


making the shoes trim from the 
back as well as smart from the 
front. Built-in shock absorbers 
provide extra comfort. Free 
Molds come in dress and sport 
patterns for both men and boys. 
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IT’S NET PROFIT 
THAT COUNTS 


[CONTINUED FROM PAGE 32] 


tion. Sometimes the percentage fluctuation is justified, 
more often it is not. 

Stock here is watched and gaged three different ways, 
by pairs; by dollars and cents and by percentages. 
Analyzing our stock figures soon revealed we had a 
real problem on under sizes. A simple method of 
correcting this fault was worked out. When shoes are 
bought, a line is drawn right down on the size sheet 
from the quads to the widest width at size five. Doing 
this gives a perfect control of the sizes under five. 
When buying, a small size master sheet is kept. Certain 
shoes will sell best in the smaller sizes, while others 
look and sell better in the larger sizes, so the 1 Bs and 
the like sizes are selected with an eye for future sal- 
ability for one thing, and total pairs on each size are 
watched for another. Sizes on hand are always con- 
sidered when buying. 


Specialty Shop Takes Over Shoes 


Detroit, Micu.—Sax Kay, a specialty shop at 1520 
Washington Boulevard, has taken over the shoe department 
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formerly leased by them to Jackson Sax. The shop is 
beautifully decorated, with furnishings of the empire 
period supplemented by cream and green leather chairs 
and settees. The two displays are of glass. Stock is kept 
in separate rooms with doors opening into the salesroom 
on either side of the room. Sax Kay carries the Delman 
and Pedemode line. 

D. W. MacMab, manager of the shoe department, says: 
“We are doing a fine business. Evening shoes, especially 
in gold mesh, are our most important item at present. 
We are the only store in Detroit carrying Turkish mules 
and are selling a lot of them.” 

Sax Kay patrons are largely prominent Detroit society 
folk and stage people. 

Mr. MacMab was formerly with the department, when 
operated -by Jackson-Sax, for six months. He has a sales 
staff that includes Edward Beerbower and C. E. Crane. 


Shoe Center to Reopen 


Detroit, Micu.—The Detroit Shoe Exhibitors, repre- 
senting fifteen important shoe manufacturers, will resume 
showing of shoes every Monday at the Hotel Statler on 
February 15. This group of shoe travelers held several 
very successful exhibits last season, and plans to continue 
them every Monday for the balance of the 1937 season. 
The group is being directed by David B. Brown, of the 
M. J. Saks Shoe Corporation. 











... and LISTEN... 


RJ &R WELTS ARE “A LOT FOR LITTLE MONEY" 


For shoes that “look expensive” 
yet sell at popular prices RJGR 
Goodyear Welts can’t be beat. 
They’re built to rigid standards 
of all-leather quality. Dress and 
sport types in collegiate or con- 


servative patterns fill all demands. 
There’s a place in every store 

' for this line of fast, volume 
sellers. Rapid in-stock service 
means fast turnover on a mini- 
mum stock. 
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Prize Winning Windows 


(CONTINUED FROM PAGE 19) 


Judging from the many fine displays 
entered in the contest, the event really 
did contribute much to the attainment 
of this objective, while the interest 
which retailers attending the Fair dis- 
played in the photographs of the prize- 
winning windows when they were on 
display in the exhibition hall, showed 
that the importance of the subject is 
fully recognized by merchants gen- 
erally. 

Prizes were awarded in four classes, 
namely: For the best men’s shoe win- 
dow submitted from a city of over 
100,000 population; for the best ladies’ 
shoe window from a city of the same 
class; for the best men’s shoe window 
from a city under 100,000, and for the 
best ladies’ shoe window from any 
community under that population fig- 
ure. In addition, honorable mention 
was accorded to one window in each 
class which was considered second best. 

First prize for the best men’s shoe 
window from cities in the larger group 
was awarded to A. H. Geuting Company 
of Philadelphia. The prize winning dis- 
play was designed by C. L. Embree. 
In making this award the judges com- 
mented as _ follows: “The judges 
awarded this prize on the following 
merits: First, human interest, ‘A gift 


from human hand to human foot.’ Mr. 
Embree stresses several very important 
points, namely, QUALITY—and the 
display shows shoes in the different 
stages of production. The merchandise 
is well-placed and evenly divided, so 
that every shoe stands out clearly. 

“From a merchandising point of view, 
he has displayed a complete wardrobe 
of shoes, showing men’s dress shoes, 
shoes for outing, afternoon wear and 
everything that would complete a man’s 
wardrobe in shoes.” 

Prize for the best ladies’ shoe win- 
dow in a city of the same class went 
to R. H. Fyfe & Company, Detroit, for 
a window trimmed by F. E. Whitehead. 
Of this window the judges said: “The 
quality of this display stood out be- 
cause of its simplicity. It was minus 
window display fixtures and minus 
elaborate background, and yet it was 
a ‘selling’ window. The window was, 
in general, artistically laid out and 
expertly handled.” 

Honorable mention for a ladies’ shoe 
window in cities of this class was given 
to Turrell’s, of Seattle, Wash., for a 
window designed by W. E. Day. Among 
the men’s windows, honorable mention 
was accorded to N. Hess’ Sons, Balti- 
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more, for a window designed by George 
B. Hess. 

For the best men’s shoe window in a 
city under 100,060, the prize went to 
Phelps Shoe Company, Shreveport, La., 
the designer of the window being T. 
Willard Jones. The judges said of it: 
“The window was well merchandised, 
well balanced. The type of window 
that men would stop to look at. The 
entire tie-up of merchandise and back- 
ground seems to be the outstanding unit 
of all the display photographs sub- 
mitted in this classification.” 

Mr. Jones was also awarded HONOR- 
ABLE MENTION on his entire group 
of windows. 

Prize for the best ladies’ shoe win- 
dow in a city of this size was awarded 
to Fowler, Dick & Walker, Inc., Bing- 
hamton, N. Y. The window was de- 
signed by B. J. Alexander and the 
judges commented as follows: “The 
display is very attractive, well mer- 
chandised, quite unique, and different 
from the ordinary, in view of the fact 
that he displays a complete Spring 
wardrobe in conjunction with the clothes 
to be worn with the shoes. The judges 
all agree that this is an outstanding 
window that no woman would pass up.” 

Honorable mention for a ladies’ shoe 
window for cities of this class was given 
to The A. E. Starr Company, Zanes- 
ville, Ohio. The window was designed 
by C. M. Shrider. 
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.and LISTEN... 
FREE MOLDS ARE STAND-OUT WORK SHOE “BUYS” 


Point out the features of Free © 
Mold work shoes and they’re 
sold! Free Molds have just what 
the working man wants...seam- 
less backs that eliminate rubbed 
heels and give freedom for 


muscles and ligaments... sole 
leather counters... uppers to fit - 
the:requirements Of every job... oes 
leather or. compésition ‘soles to 
suit working. coriditions . . 3 think 
of having all these to talk about! 











ROBERTS . JOHNSON i} RAND 


Branch of International Shee 


ST. LouIs. Mo. 
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Exclusive Children’s 
Store Successful 


Oak PaRK, ILL.—Five successful 
months, in which business far exceeded 
his expectations, is reported by Ernest 
Spyrison, manager of Youthful Shoes, 
Inc., which opened last August for the 
first time at 119 N. Marion Street. The 
only juvenile shoe store in Oak Park, 
Mr. Spyrison reports that the response 
has been most gratifying and has 
proved to him the value of dealing ex- 
clusively in children’s and growing 
girls’ shoes. He has had innumerable 
repeat orders as well as acquiring en- 
tire families of children for customers. 
Most of his advertising has been by di- 
rect mail, made possible through a 
filing system which includes name and 
address of customer, date of purchase, 
price, size and styles, and the number 
and ages of children in the family. The 
store carries Peter’s shoes exclusively 
and just completed a successful vote 
gathering promotion contest sponsored 
by that company. In addition to gain- 
ing more customers, as part of the pro- 
motion the store received 1,500 pairs of 
old shoes which have been given to a 
local charity. 

Con Spyrison, his father, is presi- 
dent of the company, and Ernest, and 
his two brothers, Thomas and Harry, 
directors. Con Spyrison also owns the 
Family Shoe Store at 24 N. Fifth Ave- 
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Ads That Won Honors at Fair 


(CONTINUED FROM PAGE 26) 


judges were displayed in the exhibi- 
tion hall on the fourth floor of the 
Palmer House, and they were studied 
with the keenest interest by the throngs 
of merchants who came and went dur- 
ing the four days of the Fair. 

Judges in the advertising contest 
were: Carl Burgstahler, F. E. Foster 
Company, Chicago; J. H. Roberts, The 
Stone Shoe Company, Cleveland, Ohio, 
and John R. Laycock, Hanan & Son, 
New York. Consideration was given, 
in determining the ads considered most 
meritorious, to the various fundamental 
factors which enter into all retail ad- 
vertising, such as layout, illustrations, 
copy, typography and, of course, the 


extremely important element of sales 
appeal or “pulling power.” 

The list of winners in the class of 
cities of over 100,000 population, as 
determined by the judges, was as fol- 
lows: Women’s shoe ads, Krupp & 
Tuffly, Houston, Texas; men’s shoe 
ads, Geuting’s, Philadelphia, Pa.; chil- 
dren’s shoe ads, Rich’s, Washington, 
D. C. In cities under 100,000 in popu- 
lation the winner in the women’s ad- 
vertising contest was the Herold Shoe 
Company of San Jose, Calif. Hoffman’s 
of Highland Park, Mich., won the chil- 
dren’s award in this division. No award 
was made for men’s shoe advertising 
from cities of this class. 





nue, Maywood, IIl., where he has been 
in business for the past 12 years. 


Mark Store Opens 
Four Shoe Departments 


MIAMI, FLA.—Max Mark, president 
of the new Mark Department Store 
which has just been reorganized and 
refinaneed, announces that four shoe 
departments are being opened. Reuben 
Stiefel, formerly with the Peacock 


salon in Chicago, has been appointed 
merchandise manager for the shoe divi- 
sion. Mr. Stiefel says the new set-up 
will be as follows: On the third floor 
will be carried women’s medium and 
high grade shoes, with Jerry Coles 
as buyer. Children’s and boys’ shoes 
will be carried on the second floor, 
with Miss Marguerite Brewer as buyer. 

Medium and high grade shoes for 
men will be located on the first floor in 
the men’s department, with Foster 
Burns as buyer. 
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and LISTEN. :. 
STAR BRAND WORK SHOES SUIT EVERY JOB 


uppers over popular Jasts includ- 
ing the Munson...solfd leather 
soles where leather is needed 
«+-also composition or corded 
soles to fit the job... everything 
in one complete line. 


Workmen wear out shoes fast. 
Get this business with Star 
Brands... known for durability! 
There are Public Service shoes, 
safety shoes, feature shoes, 
“price” shoes...all types of 
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pasa of International Shoe Co 


ST. LOUIS, Mo. 
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Shoe Veews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JANUARY 23, 1937 


NATIONAL NEWS 





Shoe Firms Buy World’s Fair Bonds 





Subscriptions Totaling $127,000 or More Than Half of 
Industry’s Quota, Reported to Shoe Division 





Left to right around the table: Ray Dovell of the Melville Shoe Corp.; L. E. Langston, 


manager of the National Shoe Retailers Association; Max L. Friedmgn, president of 

the A. S. Beck and Diamond Shoe Companies; Ward Melville, president of tha 

Melville Shoe Corp., chairman of the Boot and Shoe Division of the World’s Fair 

Bond Sales Committee (at head: of table) ; Samuel G. Staff, president of Julius Gross- 

man Shoes; Jesse Adler, president of Adler Shoes for Men, Inc.; Elmer J. Bliss, 

president of the Regal Shoe Co., and Ernest Gamache of the World’s Fair Bond 
Sales Committee. 


New YorK—Signed subscriptions and 
commitments for the 4 per cent deben- 
tures of the New York World’s Fair, 
totaling $127,000, or more than half of 
the $250,000 goal for the industry, have 
been reported to the Boot and Shoe Di- 
vision of the New York World’s Fair 
Bond Sales Committee. 

Ward Melville, president of the Mel- 
ville Shoe Corporation and chairman of 
the volunteer committee, expressed con- 
fidence that the division’s goal would 
be over-subscribed, pointing out the 
fact that canvassing by committee 
members had been delayed by the holi- 
days and the Shoe Fair, and that the 
present total. pledged and subscribed 


represented the commitments of a rela- 


tively small number of firms. 

“We have informal assurances from 
many other companies,” Mr. Melville 
said, “and many of the largest concerns 
in the industry which have not yet been 
approached will undoubtedly give 
strong tangible support to the Fair. 
The industry in general recognizes the 
great business benefits which this ex- 
position will produce.” 

The list of subscriptions and commit- 
ments reported at the meeting on Jan. 
12, included the following: Melville 


Shoe Corporation, $50,000; A. S. Beck, 
$25,000; Endicott Johnson Company, 
$10,000; Regal Shoe Company, $10,000; 
Adler Shoe Company, $5,000; Dunn & 
McCarthy, $5,000; Grossman Shoes, 
Inc., $5,000; French, Shriner & Urner, 
$3,000; Rival Shoe Company, $3,000; 
G. R. Kenney Company, $2,000; Hey- 
wood Shoe Corporation $1,000; Nunn- 
Bush Shoe Company, $1,000; Lancaster 
Shoe Company, $500. 

More than 1,600 business men have 
volunteered their services as members 
of the sixty-three trade and industry 
committees which are distributing the 
$27,829,500 issue of the Fair’s 4 per 
cent debentures. 

Among the other committees engaged 
in the distribution of the debentures 
are the Leather, Hides and Skins com- 
mittee headed by Henry M. McAdoo, 
president of the U. S. Leather Com- 
pany, assisted by Merrill A. Watson, 
vice-president of the Tanners’ Council; 
the Department Stores group headed by 
Oswald W. Knauth, president of the 
Associated Dry Goods Corporation of 
New York and a Men’s Wear commit- 
tee headed by C. R. Palmer, president 
of Cluett, Peabody and Company. 

Other members of Mr. Melville’s com- 





mittee, besides those shown in the photo, 
include Arthur D. Anderson, editor of 
BooT AND SHOE RECORDER; Miles 
Bleecker, of the Bleecker Shoe Com- 
pany, Inc.; David K. D’Arcy, of 
Nathaniel Fisher and Company; Max 
Deutsch of the Max Deutsch Stores; 
Leonard Friedman, of B. Friedman 
Shoe Company, Inc.; Andrew Geller; 
William Girdner, executive secretary of 
the National Council of Shoe Retailers; 
M. M. Green, of T S. Doyle Co., Inc.; 
Moe Jacobs of H. Jacobs and Sons, Inc.; 
George Miller of I. Miller and Sons, 
Inc.; Herbert Posner, of Dr. A. 
Posner Shoes; Paul Riley of the Walk 
Over Shoe Stores Co.; Murray M. 
Rosenberg, of Murray M. Rosenberg, 
Inc.; John Slater of J. & J. Slater and 
George L. Smith, of G. R. Kinney Co., 
Inc. 





Pacific Strike Sets 
Back Business 


PORTLAND, ORE.—How the prolonged 
strike is affecting the shoe trade of 
the city is indicated in a frank admis- 
sion of one of the most prominent shoe 
stores of this city. The Reliable Shoe 
store, located at Fourth and Washing- 
ton Streets, and the largest exclusively 
men’s shoe store here, has set forth that 
“on account of the present strikes and 
the fact that the driest season in 51 
years has only recently been ended, we 
have been set back approximately 35 
per cent under our anticipated vol- 
ume.” This has caused a heavily over- 
stocked condition. In order to reduce 
the great quantities of men’s footwear 
found on hand at this time of year, it 
has launched its greatest sale in fifteen 
years. 


Herbert J. Rich Re-elected 
Treasurer of N.S.R.A. 


Due to an error in telegraphic trans- 
mission of the report of the election of 
officers of the National Shoe Retailers 
Association, held in Chicago January 
6, the name of Herbert J. Rich, of B. 
Rich’s Sons, Washington, D. C., who 
was reelected treasurer of the associa- 
tion, was omitted. Mr. Rich, by deci- 
sion of the newly elected Board of 
Directors, will continue in this impor- 
tant office during the ensuing year. 
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Mishawaka Salesmen Hold 


Regional Meetings 

MISHAWAKA, IND.—Salesmen for the 
Mishawaka Rubber & Woolen Mfg. 
Company, here, are gathering in 
regional sales meetings this week to 
study the 1937 Ball-Band line in prep- 
aration for the annual Spring sales 
trip to secure advance orders for the 
1937-38 season. 

Meetings are being held in Pitts- 
burgh, Knoxville, Chicago, Ogden and 
Omaha. Salesmen for the New Eng- 
land States and greater New York will 
meet in Brattleboro, Vermont, in the 
offices of Dunham Brothers Company, 
Eastern distibutors for Ball-Band foot- 
wear. Executives of the company in 
charge of the meetings will be E. J. W. 
Fink, president and general manager; 
C. E: Clark and G. D. Babcock, assis- 
tant managers of sales. 

The 164 Ball-Band salesmen are look- 
ing forward to a very successful trip 
this Spring. New styles have been de- 
veloped that will stimulate consumer 
demand. Business conditions are gen- 
erally improved, and the growing de- 
mand for high quality merchandise 
seems certain to continue. New styles 
have been added to the Ball-Band 
line for Spring and salesmen are 
looking forward to increased business 
for the coming season. 





High Seas Conference 


BALTIMORE, Mp.—At the time this is 
written William Hoehn, vice-president 
and sales manager of Cavalier Corp., 
makers of Cavalier shoe dressings, is on 
the high seas on the S.S. Pilsudsky 
with several representative men identi- 
fied with both the wholesale and retail 
fields, the cruise taking in Bermuda, 
the Virgin Islands and Cuba. 

Safe from business interruptions, 
telephone calls and other distractions, 
the sales conference, for such it is, can 


develop plans and carry on discussions 
with absolute freedom. In speaking of 
this conference, Mr. Lobell of the 
Cavalier company said the result of 
their deliberations will be of the utmost 
value, not alone to the company, but to 
the retail shoe industry as a whole. 





Compo To Open New 
Haverhill Office 


Boston, Mass.—The Compo Shoe 
Machinery Corporation has announced 
the opening of a new branch office on 
February 1, 1937, to be located at 15 
Locust Street, Haverhill, Mass. Harold 
Gaquin, Haverhill and New Hampshire 
district manager, will be in charge. 

To render maximum service to their 
licensees, in this district, a large stock 
of parts will be carried in the new loca- 
tion. In the show rooms there will be 
carried a complete line of auxiliary 
machines, which will make it possible 





DATES TO REMEMBER 


Texas Shoe Retailers Association An- 
nual Convention, Hotel Adolphus, 
Dallas, Texas ..... Jan. 25, 26, 27, 1937 

Middle Atlantic Shoe Retailers’ Asso- 
ciation 23rd Annual Convention, 
Benjamin Franklin Hotel, Philadel- 
delphia, Pa. ...... Feb. 7, 8, 9, 10, 1937 

Indiana Shoe Travelers Association 
Fourteenth Annual Indiana Shoe 
Buyers Week, Claypool Hotel, In- 
dianapolis, Ind. ...... Feb. 7, 8, 9, 1937 

Easter Sunday ........... March 28, 1937 

Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

April 5, 6, 1937 

Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 

Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
I: ae apeigid chine ake July 18, 19, 20, 1937 
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for the manufacturers of Haverhill and 
New Hampshire districts to become bet- 
ter acquainted with the latest develop- 
ments used in the manufacture of 
Compo men’s and women’s shoes. 





Buying High at Michigan Show 


Detroit, MicH.—Prevailing volume 
of buying was high in most lines at the 
show of the Michigan Retail Shoe Deal- 
ers Association last week, a survey of 
the selling floors by the RECORDER cor- 
respondent showed. Only one class of 
shoes was reported selling under last 
year, the lower-priced women’s lines. A 
few complaints of manufacturers’ rep- 
resentatives in this field indicated the 
drastic policy toward increased sales in 
better priced goods. 

White shoes were selling only fair 
at this show, but there was a very im- 
portant tendency to gabardines in sev- 
eral varieties. Grays in gabardines, 
especially in ties and pumps, were out- 
standing, although gray shoes in leath- 
ers were in considerable demand from 
retailers as well. The demand for fab- 
rics, especially gabardines, has become 
general in the “sticks” in Michigan, as 
testified by a retailer from Bay City. 

In men’s shoes, brown and white 
combinations were especially promi- 
nent, and will replace the all-white shoe 
largely in popularity, according to in- 
dications of displays here. Ventilated 
shoes will probably have the biggest 
scason yet, according to consensus of 
travelers’ opinions. Sales of some na- 
tionally advertised lines at the conven- 
tion were low as these companies had 
signed contracts in advance and had 
few potential customers. 

Attendance of shoe men from upstate 
was especially remarkable on Sunday, 
when about fifteen hundred thronged 
the hotel. Several even came from the 
remote Upper Peninsula, like Horace 
A. France of the France Company, 
Sault Ste. Marie. 
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STEPPING 


from SOFT SOLES 


right into your juvenile depart- 
ment for these scientifically de- 
signed and constructed Flexible 
Hard Soles. Made in sizes 2-8, 
they feature a perfectly hard 
tread-base, extreme lightness and 
flexibility. Thousands of mothers 
familiar with famous Mrs. Day's 
Ideal baby shoes, represent a 
ready-made market for these dis- 
tinctive shoes for growing young- 
sters. 


MRS. DAY’S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—Intermediate and 


FLEXIBLE HARD SOLES 
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Enjoys Exceptional Slipper 
Business 


SANTA MOonIcA, CALIF.—The Smith- 
Robinson Shoe Store, which always 
keeps a basic slipper stock of some 
1000 to 1500 pairs the year around, 
found itself practically out of slippers 
the first of February. While the No- 
vember and December selling was 
anticipated to be a great deal better 
than last year, and the stock was built 
to accordingly, the very satisfactory 
business enjoyed was considerably un- 
derestimated. The better grades were 
almost completely sold out at the very 
start of the holiday season’s selling. 
The men’s shoe business continues to 
be very active, especially so since the 
first of the year. Every indication 
points to the store enjoying a most 
satisfactory trade in all departments. 


Adds to Sales Staff 


St. Louis, Mo.—Two new men have 
recently joined the sales force of Spals- 
bury-Steis-Deevers Company. They are 
Glenn O’Brien, who is to cover part of 
the Middle West and entire East. Mr. 
O’Brien was formerly buyer of the 
Thrifty Shoe Shop at Mandel’s in Chi- 
cago. Prior to that he was with L. S. 
Donaldson of Minneapolis. The other 
new addition is Joe Gordon, who for the 
past few seasons has been with Tweedie 
Footwear Corporation. He will cover 
the South and Southeast. 








Young Ideas for Spring 


A group of smart new kidskin shoes 
presented by O’Connor & Goldberg and 
recently featured in their windows. 
Miss Ruth Clark, wearing jade green 
lattice sandals, and Miss Winifred 
Strickland, displaying bright red kid 

























pumps with open toes, are admiring an 
unusual “bicycle” sandal with contrast- 
ing white laces. On the table are: Jade 
green kid sandals with draped vamps, 
royal red kid “bicycle” shoes, ardoise 
blue kid sandals with enamel orna- 
ments, and a new wrap-around model 
of orange kidskin. 





Record Attendance Expected 
At Indiana Show 


INDIANAPOLIS, IND.—Fndications and 
reservations now being made for the 
14th annual convention and shoe buy- 
er’s week sponsored by the Indiana 
Shoe Travelers Association, point to a 
record attendance at the Claypool Hotel 
here Feb. 7, 8, 9, 1987. Many rooms 
have been reserved and inquiries are 
still coming in every day. 

The association is quoting the lowest 
exhibit cost and registration fee of any 
shoe convention where the official regis- 
tration totals from 500 to 800 every 
year. Tuesday will be the big day and 
there is a surprise in store for all shoe 
merchants who remain until the close 
of the convention. Sunday will be de- 
voted to the old timers in the shoe busi- 
ness and clerks from the retail estab- 
lishments. Monday night the annual 
stag party will be held and a novel 
buffet luncheon, and entertainment. 

There will be no business meetings 
in order to give the delegates and shoe 
men ample time to inspect the lines of 
footwear and shoe accessories. Dis- 
plays will be centered on the 7th and 
8th floors of the hotel. 

The committee in charge urges all 
exhibitors to make their reservations 
before midnight January 20, in order 
to avoid any unnecessary confusion and 
rush, Reservations should be addressed 
to E. C. Smelzer, secretary, or Charles 
I, Slipher, president of the I.S.T.A., Ho- 
tel Washington, room 527, Indianapo- 
lis, Ind. 
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Patent Leather 
Women’s $1.55 
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BLOG SHOE COMPANY 
147 Duane St. New York, N. Y. 














Forest Park Adds to 


Sales Force 


St. Louis, Mo.—Roy Harston, man- 
ager of the Forest Park Shoe Company, 
here, announces the addition of the fol- 
lowing two new _ salesmen: Lewis 
Yoskin, to cover Pennsylvania, western 
New York and New England states. 
Mr. Yoskin was formerly with Meni- 
han & Co. of Rochester. He is a brother 
of Maurice Yoskin, buyer for Famous 
Barr. 

The other addition is C. “Hank” 
Nylander, who was formerly with the 
Florsheim Shoe Company. 





Donegan Joins Weyand 
Sales Staff 


JACKSONVILLE, ILL.—Dick Donegan 
has become associated with Weyand 
Shoe Company, this city. He will carry 
this line on the Pacific Coast. Mr. 
Donegan was formerly with Dunn & 
McCarthy; also with Hoge-Montgomery 
Shoe Company. 
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DYERS OF LEATHERS, 
SUEDES AND FABRICS 


SPECIALIZING IN REDYING 
UNSALABLE COLORS 
INTO NEW SHADES 


ACESHOEDYERS CO. 
140 W. 42 ST., N.Y. C. 
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Going like “Het Cakes’—this beautifully portngee 
5 come in every detail. All the popular co! 
ee myx Catalin brush. Selis on sight, a 25 


EVERETT & BARRON CO. 
Providence, R. 1. Terento, Canada 











Monarch to Erect New Factory 


BALTIMORE, Mp.—The Monarch and 
Weartex Rubber Company, whose plant 
recently was completely destroyed by 
fire, plans to construct a two-story 
brick structure to replace the one-story 
building destroyed, at Conklin Street 
and Philadelphia Road. Sol Schwaber 
is head of the Monarch concern which 
is engaged in the manufacture of rub- 
ber soles and rubber heels. Work of 
constructing the new plant is expected 
to get under way at an early date. 





Reports 75 Per Cent Sales Gain 


St. Louis, Mo.—Carl Fliegner, man- 
ager of the Air Step Division of the 
Brown Shoe Company, reports a gain 
of 75 per cent in sales for the Fall sea- 
son just closed over the same season a 
year previous. Mr. Fliegner states that 
the outlook for the Spring season is 
very promising. 
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What’s New 
New Device for Shoe Comfort 


Cuicaco, Inu.—M. K. Dun of the 
Dunde Shoe Reshaping Devices, Inc., 
here, is the sole distributor of a new 
device called the “Pliantor,” that insures 
shoe comfort before the shoes are worn. 





The “Pliantor” is a mechanical ap- 
pliance which subjects the new shoe 
to the stresses and strains normal] 
imposed by the foot in walking. It 
automatically flexes the sole and soft- 
ens the vamp, which if done in the nor- 
mal course of walking, would take con- 
siderable time. It accomplishes this in 
a few minutes without changing the 
appearance of the shoe. It is adjust- 
able to any size and width of a shoe 
and a dial device shows when the 
proper degree of flexibility is attained. 

The “Pliantor” is made in two regu- 
lar cabinet models, one for window 
display and the other for regular use 
in the store. On exhibition at the Na- 
tional Shoe Fair in Chicago, this ma- 
chine attracted wide attention from 
visiting shoe men. 

As an advertising feature this ma- 
chine offers a distinct advantage to 
retailers besides being an interesting 
window display that attracts attention 
to the store. 





New Boots for Next Fall 


Boston, Mass.—A few samples of 
boots for the Fall of 1937 have been 
made up, in a manner purely experi- 
mental for the present. For instance 
there’s a side lacer, a 1937 version of 





VAN TAN 
INNERSOLES 


supply the flexibility and 
cushioning resiliency 
necessary to thorough 
foot comfort. They do 
not harden, crack nor 
curl. Being the ideal 
foundation for a good 
shoe, they are used in 
many leading lines. Ask 
for them in your shoes. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


VANIAN 


the perfect leather innersole 











the old-time pattern, the top being of 
gabardine, or other fabric, and the 
vamps of quarters of leather. 

Another version has tops laced on 
both sides, with an elastic lace perma- 
nently fastened, and a front lace, to be 
threaded through eyelets and tied in a 
bow knot in the customary manner. 

Small eyelets are set into these boots, 
along the sides, for ornaments and also 
for ventilating ports to cool the foot. 





Browne New Manager of 
Marilyn Shop 

CoLtumsia, S. C.—W. L. Browne of 
Columbia has succeeded Louis Simowitz 
as manager of- the Marilyn Slipper 
Shop, it was announced last week. 

Mr. Browne has been connected with 
the Marilyn Slipper Shop for six years 
and was assistant manager until his 
promotion. 

Mr. Simowitz and Mrs. Simowitz 
have moved to Augusta, Ga., where Mr. 
Simowitz will be associated with his 
brothers, who own several shoe stores 
in various cities. 





Morrocco Joins U.S. Shoe Co. 


CINCINNATI, OHIO—Charles Morroc- 
co, formerly with Menihan & Company, 
in their style and pattern department, 
has joined up with U. S. Shoe Company 
of Cincinnati, as assistant to Ernie 
Daniels. 





















New Facilities Increase Sales 
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The interior of the enlarged and modernized shoe department in the John Shillito 
Company store provides ample space and facilities to care for the increased sales noted 
since its remodeling. 


CINCINNATI, OHIO—The John Shillito 
Co. of this city has renovated their 
women’s shoe department by enlarging 
and refitting it in its entirety. 

The new department is outfitted with 
modernistic chrome chairs in bright 
red and beige which stand out as an 
invitation of comfort and reliability to 
the women who patronize this store. 

The wall cases and display spaces 
feature a novel arrangement through 
the use of glass rods and indirect light- 


ing. All posts are utilized as displays, 
and are covered with full-length mir- 
rors, which number fourteen in the de- 
partment. 

H. W. Frohman is the buyer with 
E. W. Leutz assisting. 

Mr. Frqhman stated that volume in- 
creases necessitated the*expansion, and 
both he and the store’s executives are 
well pleased by the reception and in- 
creased volume already recorded by the 
move made. 





Brown Shoe Retailers Meet 


St. Louis, Mo.—More than 100 re- 
tail shoe store owners and managers 
from many states held a meeting with 
Officials of Brown Shoe Company of 
St. Louis at the Jefferson Hotel on 
Monday, Tuesday and Wednesday, 
January 18, 19 and 20, for a joint 
conference on retail sales and merchan- 
dising problems. 

The retailers included heads of 
Brownbilt Shoe Stores from Missouri, 
Illinois, Iowa, Kansas, Indiana and the 
Southeast. Officials of the company 
included J. A. Bush, president; W. E. 
Tarlton, vice-president; C. E. Bradley, 
manager of the Brown Store plan divi- 
sion; and various stylist and merchan- 
dising specialists. 

The conference gave retail store op- 
erators an opportunity to view latest 
features of Spring styles, as well as to 
discuss individual problems in retailing, 
it was announced. Brownbilt stores 
are privately owned but sell Brown 
shoes exclusively, it was explained. _ 

Mr. Tarlton gave a talk on market 
conditions and Mr. Bradley discussed 
retail store operation. 

Recently developed new materials 
and patterns for women’s shoes were 





stressed by W. G. Hunt, women’s styl- 
ist, Monday afternoon. Talks also were 
given by Archie Mudge, men’s stylist, 
Tuesday morning; and by Jack Cran- 
dall, Tuesday, who explained a new 
type of construction in children’s shoes. 
Advertising plans and promotion for 
the various trade mark lines handled 
by these stores were also discussed 
with the store men by E. H. Gordon. 





Gray and Blue Selling 


Los ANGELES, CALIF.—Two colors in 
new Spring shoes are selling remark- 
ably well in the Berland shoe store ac- 
cording to Manager R. Goldberg. These 
are the “Pussy Willow,” gray and the 
“Marine” blue. Both are carried in all 
patterns. Spring shoes opened so well 
of their own accord that, starting in 
the second week in January, only one 
show window was given over to sale 
shoes, the other window being entirely 
new shoes. 

Cellophane capes and coats set on a 
hanger near the galosh display up front 
proved to be ready sellers during the 
rainy season. Customers picked them 
up in short order and the items proved 
to be profitable extra sale propositions. 
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NEWFLEX 


PIGOKIN 


INNERSOLES 
COUNTERS 
WELTING 


PROMOTES 
PRESTIGE 


Many alert merchants 
are learning that GENUINE 
NEWFLEX PIGSKIN INNER- 
SOLES add much to the fit, 


comfort and selling value of 

















































their shoes. Their porous sur- 


face allows air circulation, ab- 





sorbs foot perspiration, does not 






harden or crack. For both mer- 

























chant and customer, they are 
“Something To Stand On.” 


You, who include them among 






your finer selling features, will 
find that NEWFLEX PIGSKIN 
INNERSOLES promote the pres- 


tige of your footwear. For your 














customer, a porous, pliable, 















comfortable walking surface 
that develops healthy feet and 


confidence in your footwear. 


EDGAR 5: KIEFER 


TANNING COMPANY 
Tanneries e Grand Rapids, Michigan 


Sales Department 
223 W. Lake Street, Chicago, Illinois 
Boston Office: Lyman P. Gutterson, 
42 Lincoln Street. Telephone Liberty 1206 
Write for Newflex Pigskin 
samples and convince yourself. 
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Shoe Travelers Honor 
Frank Garside 


New YorK—A farewell and testi- 
monial luncheon was tendered to Frank 
Garside, vice-president of A. Garside 
& Sons, by his fellow members of the 
Boot and Shoe Travelers Association of 
New York at the Hotel McAlpin on 
Saturday, January 16, for the purpose 
of extending their best wishes to him 
on his new position as head of the Tru- 
Poise division of the Selby Shoe Com- 
pany in Portsmouth, Ohio. 

A reception was held before the 
luncheon in the blue room of the hotel 
and toasts were drunk to Mr. Garside’s 
success in his new position. The lunch- 
eon was held in the Green Room where 
fifty guests sat at a large horseshoe 
table with many prominent shoe men 
represented in the group. 

James T. Baker, president of the as- 
sociation, presided at the luncheon and 
Gelivered the opening address. Mr. Gar- 
side replied to the opening speech and 
told the reason for his move. John J. 
Slater, the well-known and well-liked 
dean of shoe retailers, cancelled an im- 
portant engagement to be present at 
the luncheon. He give a brief address 
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Recently Remodeled Lima Store 


The new translucent store front of the Crawford Shoe Co., Lima, Ohio. It is of opal 
glass with a crimson base relief signature sign. Venetian blinds surmount the display 


windows. 


The color scheme of black and grey set off the spun aluminum metal work 


which adds much brilliance to the establishment. 


LIMA, OHI0O—Reconditioned at a cost 
of $10,000, the new store of the Craw- 
ford Shoe Co. has been under recon- 
struction since July 13. New and novel 
features are silhouette lighted depart- 
ment signs and sunken focused illumi- 
nation. These ceiling light prisms con- 
centrate a non-glaring light on the floor. 

Interior of the store is in aspen wood 
with maple furnishings. The cornice 
trim is in light walnut offset by prima 
vera. New seats of Spanish red up- 
holstering have been installed, which 


increase the customer seating capacity 
by a third. Floor carpeting is in a 
Burgundy shade. 

Other improved equipment includes 
recessed fitting mirrors with indirect 
lighting, built-in showcases and con- 
cealed panel stock rooms. 

In modernizing the store, all business 
offices have been moved to the rear of 
the establishment from the second floor. 
Brilliant ovaloid mirrors and chrome 
tubes display accessories line the 
walls. 





and then called for a rising toast to Mr. 
Garside’s continued success in his new 
position. 

The highlight of the luncheon was 
Herbert Garside’s tribute to his col- 
league of more than twenty years’ stand- 
ing. 

A telegram sent from the Selby Shoe 
Company and signed by Roger Selby, 
N. B. Griffin, R. Donhue, L. M. Dotty and 
William Hooley, all of the Selby organ- 
ization, was read during the luncheon. 

The impromptu luncheon, decided 
upon only eight hours before the time 
set, was an outstanding success both 
from the standpoint of attendance and 
program and much credit should be given 
to Charles Havranck, secretary of the 
association, who organized and ar- 
ranged for the luncheon in such a limited 
time. Assisting him in this job were 
the four horsemen of the association, 
Mort Seaman, Thomas England, Wil- 
liam Monsees and Stanley Napier. 

Shoe men attending the affair were 
John Slater, Herbert Garside, Robert 
Garside, J. Pincus, E. Tobias, M. Miller, 
Jesse Adler, Stanley Napier, Thomas 
England, Thomas Callahan, Harold Cal- 


lahan, Charles Beale, F. Pike, M. Mor- 
risey, Joseph Byrnes, W. Elott, D. S. 
McDonald, E. A. Brown, L. Heim, F. 
Duncan, E. Crey, G. Eberly, J. Gallway, 
C. Thompson, H. Marconnet, J. Berling, 
G. Boyan, J. Abowitz, I. Guttenstein, H. 
Mann, G. Cable, J. Murray, P. Williams, 
M. Stevens, G. Burrows, L. Friedman, 
R. Runyon, Dr. Hiss, S. Berner, J. Par- 
rott, C. Havranck, J. T. Baker, Mort 
Seaman, W. Monsees, J. McNeill, J. Mal- 
lott, B. Drake, W. Weil and H. Ehlert. 


J. F. Dunphy Travels 
California 


Los ANGELES, CALIF.—J. F. Dunphy 
is now calling on the California trade 
in the interests of the Joseph M. Her- 
man Shoe Co. of Millis, Mass. Head- 
quarters are in room 227, the Broad- 
way Arcade building. Previously to 
making his home in this city, Mr. Dun- 
phy was a Chicago shoe buyer for a 
number of years. His last connection 
was with Spiegel May Stern, a mail 
order house. 
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Dayton Shoe Men 
Hold Monthly Meeting 


DayTON, OHIo—In announcing his 
appointment by the National Shoe Re- 
tailers Association as city chairman for 
Dayton, Louis Miller, past president of 
the Dayton Shoe Retailers Club, urged 
all shoe men in this city to line up 
strongly behind the national organiza- 
tion inasmuch as there will be greater 
need for closer cooperation and unity 
in the industry in the future. Mr. 
Miller made his plea at the regular 
monthly dinner meeting of the Dayton 
group on January 13, held in the Hotel 
Gibbons, with M. L. Riggs, president, 
presiding. 

In submitting his verbal report of 
the recent shoe convention in Chicago, 
Mr. Miller indicated that the Dayton 
Shoe Retailers Club had been paid a 
handsome compliment during one of the 
national sessions, being pointed out as 
one of the best types of organizations 
in the United States among the shoe 
men. 

“There is greater need of closer co- 
operation between the national and 
local organizations,” Mr. Miller said. 
“The Patman bill is very puzzling and 
baffling to many of us, and there is 
other legislation coming. We all. must 
be prepared for it and be properly or- 
ganized to meet it. 

“TI find that the Dayton group is not 
taking its full share of advantages of 
the national organization. It is to the 
direct benefit of every shoe man to be- 
long to the national unit.” 

In discussing trade conditions, Mr. 
Miller warned Dayton shoe men against 
becoming overstocked and “don’t be 
seared into buying too big a quantity 
at one time.” He indicated that manu- 
facturers are having difficulty obtain- 
ing hides and materials and because of 
the shortage, shipments may be slow. 

Mr. Miller indicated that the Chica- 
go convention was the largest he had 
attended in the 25 consecutive years he 
had been going to-the event. Poor ele- 
vator service was the only “fly in the 
ointment,” he said. 

George Bunn, of Salem, Ohio, a vice- 
president of the National Shoe Retail- 
ers Association, will be extended an in- 
vitation to be the speaker at,the Febru- 


ary meeting, as a result of unanimous 
decision to invite him. The tentative 
date of February 15 has been set for 
the dinner meeting. Efforts are also to 
be made to have Herbert N. Lape, Sr., 
president of the Julian & Kokenge Com- 
pany, Columbus, appear as a speaker 
in the near future. ; 

President Riggs announced that the 
lecal tlub will have a new member in 
Harwood Schaffer, son of Jack Schaf- 
fer, vice-president of the club. The 
vounger Schaffer is being employed in 
the basement shoe department of Elder 
& Johnston Company. He is coming 
from Kenosha, Wis., where he was in 
the shoe department of Barden’s De- 
partment Store. He was formerly a 
shoe buyer in Rike-Kumler Company’s 
basement shoe department. 


© 


Feet Made Him Famous 

CHIcAGoO— The 
Scholl Mfg. Co., 
Inc., is this year 
emphasizing the 
fact that 1937 
marks a third of 
a century of 
progress for Dr. 
Wm. M. Scholl, 
world noted foot 
authority, and 
the service which 
he originated and 
developed. 

At the turn of 
the present cen- 

Dr.Wm. M. Scholl tury, a young 
man arrived in Chicago seeking a spe- 
cialization that would make him a top- 
notcher if he were given only half a 
chance. That chance came while he was 
employed as a young shoe fitter in the 
heart of Chicago’s business section. He 
perceived that almost everybody had a 
foot defect or wore improperly fitted 
shoes. In 1904 he determined to sup- 
ply a great need—foot relief and scien- 
tific shoe fitting. 

From that time on, Dr. Scholl’s rise 
has been great, for he perfected a foot 
comfort appliance or remedy for the 
relief of every common foot trouble, 
introduced many fitting devices, de- 
signed the straight line principle last 
over which his shoes are made, has 
written volumes on his subject, and, to- 


day, heads the largest institution of its 
kind in the world, with factories, 
branches and distributors on all five 
continents. 

Truly—feet made him famous. 


Winter Sales Best in Years 


DETROIT, MicH.—The best Winter 
sales in several years, is the verdict ren- 
dered almost unanimously by Detroit 
shoe men this past week. Sales began 
extraordinarily early, the very day 
after Christmas, on a Saturday, follow- 
ing the general policy of downtown 
merchants. Tentative plans to close all 
stores for this day were abandoned 
generally. 

Selling began strong in the early 
hours of December 26, and has con- 
tinued proportionately right up to the 
past week, according to the testimony 
of clerks in various shoe stores. Hosiery 
departments too have had an excep- 
tional business, as was notably the case 
at Stuart J. Rackham, Inc. 

In fact Clyde K. Taylor, partner at 
Rackham’s, reported this as the best 
sale, in volume, in the history of the 
organization, giving much of the credit 
to the ground floor location of the entire 
store. 

In the corrective shoe field, the Hack 
Shoe Company, ably managed by Leon- 
ard Hack in the illness of his father, 
reported business considerably better 
than in 1936, and Mr. Hack confidently 
predicted a record breaking year for 
1937. 

Delay in buying Spring styles until 
after the local exposition was charac- 
teristic of nearly all merchandisers, re- 
sulting in low stocks of shoes in many 
stores. 


Horwitz Factory Moved 


New YorkK—The Vincent Horwitz 
Company, Inc., at 64 West 23rd Street, 
this city, have announced the removal 
of their factory to Altoona, Pa. They 
will occupy the Gettman Building in 
Altoona for their manufacturing and 
will maintain a New York office at 71 
West 23rd Street for purchasing and 
display purposes only. No manufac- 
turing of any kind will be done in New 
York. 
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Jacobs New Head of Buffalo 
Retailers 


BuFFALo, N. Y.—John I. Jacobs, 
proprietor of the Paris Footwear store, 
604 Main Street, was elected president 
of the Buffalo Shoe Retailers Associa- 
tion at the annual meeting in the Hotel 
Statler, January 138, Mr. Jacobs becom- 
ing the first downtown shoe retailer 
to head the association in many years. 
He has taken an active and prominent 
part in association affairs for many 
years and his election was viewed with 
widespread satisfaction as the forerun- 
ner for continued progress by the asso- 
ciation. Previously, he had served as 
director of the association. 

Other officers elected were Benjamin 
Etkin, reelected vice-president; Robert 
L. Holms, reelected secretary, and Jo- 
seph A. Schaetzer, reelected treasurer. 
Directors elected were George L. 
Seifert, retiring president; Michael 
Santercole, Clarence Lanich, Oliver La 
Reau, Fred Manning, William Gold- 
back and Paul Davis. Honorary direc- 
tors elected were George Lemler, An- 
gola, N. Y., and Frank Panzica, Lan- 
caster, N. Y. 

An important business session was 
held following the meeting at which 
the matter of dating on rubber goods 
was discussed at some length. Last 
year the association made vigorous ef- 
forts in correspondence and contacts 
with rubber manufacturers and their 
associations to try to effect a Decem- 
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Hosiery Men Hold Sales Parley 





A group photo taken of the attending sales representatives of Cooper, Wells & Com- 

pany at their annual sales meeting, held this year in the Whitcomb Hotel in St. Joseph, 

Mich. A program of entertainment gg the banquet held on the first evening of 
the convention. 


St. JosepH, MicH.—The annual 
meeting of the sales force of Cooper, 
Wells. & Company was held January 4 
and 5, 1937, at the Whitcomb Hotel, 
here. More than 60 sales representa- 
tives of the company, from all sections 
of the country, gathered to hear com- 
pany officials outline plans for the new 
year. 

Gus Frankel, president of the firm, 
welcomed attending salesmen at the 
opening session which was held at the 
dormitory building at Lake and Broad 
Streets. Kenneth I. Wallis, of South 
Bend, Indiana, the new advertising 


manager of the company, and other new 
members of the organization were in- 
troduced to the visiting salesmen. 

A dinner, held on Monday evening, 
the first day of the conference, was 
featured by an entertainment program. 
Lou Frankel, vice-president of the com- 
pany, acted as toastmaster for the fun- 
fest. 

Sales meetings were the feature of 
the next day’s program which opened 
after the breakfast in the company’s 
dormitory dining room. K. Wallis, R. 
Cupler and R. Schlossman addressed 
the group in the afternoon. 





ber 10 dating, instead of the present 
November 10. However, the rubber 
industry declined to make the change 
requested. It was pointed out during 
the discussion that some five years ago, 
the dating was December 10, and that 
it worked out satisfactory for all con- 
cerned. Then the rubber companies 
moved it back to November 10, although 
seasonable conditions in the western 
New York area and particularly in 
Buffalo made it impossible for the re- 
tailers to sell many rubbers until 
December. In view of all these factors, 
the association decided to make another 
strong effort to secure the December 10 
dating and interest as many other local 
and state associations in the effort as 
possible. 

Another matter that came up for an 
extended discussion and comment was 
the practice of some manufacturers 
carrying shoes in their commissaries 
for their employees which they sell at 
under the market prices and take away 
business from regularly established 
shoe outlets. The companies selling 
rubber shoes and rubber goods of vari- 
ous kinds to their employees came in 
for particular criticism. One sugges- 
tion was made that this matter be taken 
up with Representative Patman for in- 
clusion in the Patman-Robinson Act 
which is expected to undergo some 
changes at the present session of Con- 
gress. A resolution was adopted ex- 


pressing opposition to this practice 
among some of the manufacturing com- 
panies. 

Word was received at the meeting 
that Harry J. Deters, business manager 
of the association, who has been con- 
fined in the hospital for many weeks as 
a result of an attack of pneumonia, 
now was well on the way to complete 
recovery and soon would be able to re- 
turn to his home. 

George Cobb, a prominent shoe asso- 
ciation member of Rochester, attended 
the meeting. 

The members discussed also the new 
styles, lasts, patterns and heard reports 
from the Chicago shoe fair. The latest 
news about the possibility of a modified 
NRA also was discussed. After the 
business meeting and election, the mem- 
bers enjoyed refreshments and an 
entertainment. 

The general belief among the shoe 
retailers is that 1937 will be a good 
business year and also that the associa- 
tion will continue its growth and influ- 
ence. In order to keep the association 
fully informed about any proposed law 
in the New York state legislature that 
may affect the interests of shoe retail- 
ers, the final action taken at the meet- 
ing was adoption of a motion request- 
ing Assemblyman Harold Ehrlich to 
promptly notify the association of any 
proposed new law that may affect the 
shoe business. 
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UNISHANK 


1937 


STRENGTH 


The “heel to ball” portion of a shoe resem- 
bles a bridge in function. In modern fashion 
shoes, particularly of the high heel type, this 
part of the shoe should have the greatest 
strength possible without bulky construction. 


Unishank is a skillful assembly into a single 
moulded unit of insole, steel, and fibre rein- 
forcer. By the application of fundamental 
mechanical principles this moulded unit im- 
parts to the shoe maximum strength through- 
out its life. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





poems 
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CLassifred andl Want Ad’ 





SALESMAN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SOUTHERN STATES—Virginia, Kentucky, 
Tennessee, Georgia, Florida—open on na- 
tionally known line of children’s and growing 
girls’ shoes. Straight commission basis. No 
objection to non-conflicting side line. Address 
F-216, care Boot & Shoe — 239 West 


39th Street, New York, N 


ALESMAN—Experienced, with established 
following for States of Eastern Massachu- 
setts, including Boston, Maine, New Hamp- 
shire and Vermont, to carry our Brockton made 
men’s welts and complete lines of women’s 
novelty sport type McKays and Welts. In 
‘OND sok” revious ex- 





H'¢GH grade retail shoe salesman wishes to 
obtain permanent position in Florida~ retail 
establishment. Change must be made due to 
health of member of family. Highest refer- 
ences rr J. Herman, 4915 94th St., 
Elmhurst, L. 


ORTHOPEDIC retail salesman—20 years’ 

experience—At present employed but wil! 
make change if — p New York loca- 
tion preferred. Address 223, care Boot & 
ghee as 239 West 39th Street, New 
or 




















applying, sive NY ty ed 
perience. p 
139 Duane raeeny 5 York, FOR LEASE 
ALESMEN to carry complete line of popular 
price ladies’, men’s and children’s house slip- FOR LEASE 


pers, also beach sandals. All territories. Ad- 
dress F-217, care Boot & Shoe Recorder, 239 


West 39th Street, New York, 





ALESMAN: Well acquainted with Work 
Clothes-Sport ceca to carry side line 
of Camp _ Shoes, occasins, Work Shoes. 
Pennsylvania, New Jersey, Connecticut States. 
H. CONJOR SHOE CO., y NC 197 Flat- 


bush Avenue, Brooklyn, 





Shoe Dept. space in 
Springfield, Mass. 


vr 7 


SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 








Buyers of Surplus Stocks 
troll? itt, bey survles or entire stacks of chess 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 

106 Duane St. New York 


Phone WOrth 2-5377 and 5378 














Best location, busy story, ap Pp 

opportunity. 

J. W. BALDWIN, 1341 MAIN ST., 
Springfield, Mass. 

















FOR SALE 


LINE WANTED 





ODERN FAMILY SHOE STORE—Priced 

for quick sale. Ideally located and estab- 
lished in the most aggressive and prosperous 
city of 10,0 in Central Wisconsin. Address 
F-219, care “Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


FSTABL ISHED family shoe store in booming 
Metropolitan Detroit area. Business show- 
ing a steady annual increase, last. 3 months 
28 per cent increase. Low rent on percentage 
basis, low overhead. A good honest buy for 
$6,000 cash, en and stock, no balance. Ad- 
dress F-222, care Boot & Shoe pogren, 239 
West 39th Street, New York, 














ALESMAN, covering Mid-West territory, 

wishes side line (preferably women’s shoes 
retailing $3-$4). Address F-218, care Boot & 
Shoe aes 209 South State Street, Chi- 
cago, Ill. 





EXPERIENCED, reliable, resident salesman, 

with following, desires quality factory lines, 
at popular prices, carried in stock—of Men’s, 
Boys’, or Misses’ and Children’s shoes—for 
Chicago territory. Address F-220, care Boot 
& Shoe Recorder, 209 S. State Street, Chicago. 





BUSINESS OPPORTUNITY 








FOR RENT 





N_ best retail block in Southern Industrial 

City. A new, beautiful, air-conditioned store 
as shoe concession space for rent on percentage 
basis. We furnish fixtures complete. Apply 
P. O. Box 3, Birmingham, Alabama. 


STABLISHED Shoe Shop since 1913. Will 
sublet half store for women and growing 

irls’ novelty shoes. Reasonable rent. 436 

entral Ave., Cedarhurst, L. L., we 




















Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are buliéing sucsesetul penctions in 


this new and dignified profess e 
Course, including Srorking ey and ‘eavipment, 


furnished at low cost. Easy terms 
THE cnemmerenee INSTITUTE 
665 Broad Street Newark, N. J. 














WANTED TO PURCHASE 





POSITION WANTED 


SHOE FACTORY COST ACCOUNTANT 
Desires position—has rare knowledge—will pre- 
sent system for your approval. Now employed 
by Mid-Eastern women’s shoe factory. Can 
render invaluable service especially to new 
company. Available March 1. Address F-221, 
care Boot & Shoe i: Aah 239 West 39th 
Street, New York, N 











WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

SVEN RUBIN 

“The H of Jobs”’ 

89 monde’ St. Cor. Church 

Phone Barclay 7-7887 New York City 

















MERCHANTS’ NEEDS 








THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No, 1990142 






Roller type deviee 


These shrinking devices enable you 
make all your customers not only satisfied 
but permanent by giving 
them added service 
eliminating gaping and 
fullness from around the 
top of shoes, preventing 
fo oa at the heel or 
ng at the sides, and 
by "removing wrinkles 
from a vamps, 
and linin ese de- 
vices when, used a 
our specially prepar 
fluids, which are scien- 
tifically necessary, 
shrink fullness from ali 
leathers or fabrics with- 
out harm to either. 
Send your order or write for detail in- 
formation. 


Special combination offer $25.00 (fluids in- 
— in above prices) f.o.b. Indianapolis, 
ndiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 











Whe 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25 
m a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. “|g 


























Southern Selling at Peak 


MIAMI, FLORIDA—Miami shops have 
opened their resort merchandise and 
are showing some stunning models in 
all types of shoes. Some unexpected 
trends have developed within the past 
few weeks, as for example this which 
comes from Roy Scarborough, of the 
shoe department in Burdine’s. Says 
Mr. Scarborough: 

“For the first time in my experience 
of many years in the Miami shoe busi- 
ness whites are not taking first place 
at this season. All black suede is lead- 
ing, with black suede with white trim 
coming second. This is followed by 
royal blue and royal blue with white. 
The all-white is next in favor.” Of 
course this applies to shoes in the high- 
er price bracket around $16.50 per pair, 
the high fashion shoe of the moment. 

Over in the Lorraine Bootery devoted 
to children’s footwear they report the 
all-white shoe running to approximate- 
ly 75 per cent of their total volume. 
Brown and white sport shoes and all 
brown account for the other 25 per 
cent. The high colors which are seen 
in women’s shoes have not been asked 
for in children’s footwear. Something 
unusual happened in this shop with the 
holiday trade; usually they have a big 
business in an inexpensive bed room 
slipper for children, with a small vol- 
ume in the higher priced slippers. The 
story was reversed this year, and all 
the high priced merchandise was sold, 
leaving the less expensive on hand. 

Butler’s is showing some beautiful 
evening shoes in the popular - price 
bracket. One is an elaborate high front 
sandal in white satin with silver or 
gold kid trim, with open toe and closed 
heel. A second that has been equally 
popular is of imported paisley with 
gold or silver kid alternating bands. It 
has an open toe, closed heel, with con- 
siderable stitching in the kid. Both 
these sandals have been well received. 

A. S. Beck is showing cut out and 
cool sandals for under the sun or under 
the stars. The new Bolero sandal is 
offered in a variety of models, in suedes, 
kids, patents and in a wide range of 
colors, red, blue, green, violet, chamois, 
yellow, black or white. For evening 
‘wear the model has been developed in 
crepes, satins and silver kid. 

Cowen’s at 59 E. Flagler Street is 
showing a suede shoe in grey, white or 
beige, also in white and tan. It has 
been named the “Gadabout.” It has 
slightly squared toes, all leather builtup 
heels and the vamp carries a pattern in 
large round perforations. Grosgrain 
ribbon ties across the high front. It is 
also shown in calf, in brown, blue and 
red. 

Burdine’s is featuring Arnold Au- 
thentics—the Arnold Jodhpur at $10.50, 
a well tailored sport shoe of white 
China buck, specially adapted for wear 
with the new tailored linens. Two other 
Arnoldmoor numbers are the low-heeled 
oxford of white elk or white elk with 
black or brown saddle, Darex heel, for 
walking, and the classic sport shoe of 
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MERCHANTS’ NEEDS 











Pou» Shoe 
OLDER. 


Pat. Pending 
pgs areh a. brands. golf 
soles properly. shoes in correct up- 
om position. Pe seticall invisible when used. 
1 never topple over. For men’s and women's 





$300 00 per — $1.65 per 42 dozen. 
M. D. POLLINGER CO. 
Holtand Vesta St. Louis, Mo. 


ory ae DISTRIBUTOR 
M. BRADKIN & CO. 


Toronto 3, Canada 








6 Northeote Avenue, 











white buck, white buck with black or 
brown trim, with or without kiltie 
tongue. These shoes are meeting with 
strong acceptance by women wanting 
good looking, comfortable shoes. 





Allen Store in Larger Quarters 


New ORLEANS, LA.—Celebrating its 
third anniversary in New Orleans, the 
Allen Shoe Store recently moved into 
larger and more commodious quarters. 
The new Allen’s store is regarded as 
one of the most modern and ideally 
planned shoe stores in the country. The 
entire front of the three stories is of 
white Alabama marble, marked by the 
absence of any window openings above 
the first floor. Air conditioning and an 
elaborate system of indirect lighting not 
only make window openings unneces- 
sary, but make for sound insulation 
and a cleaner interior, as all air is fil- 
tered. Unique in the store front is its 
patented feature, embodying the neon 
sign as part of the front architecture, 
so that the sign is visible from all 
angles and from either side of the 
street. The neon signs are of blue on 
a background of maroon porcelain 
enamel. A vertical sign extends the 
full height of the building. The win- 
dows are provided with recessed lights. 

The interior is provided with a high 
intensity of illumination. Modernistic 
fixtures, which harmonize with the 
decorative scheme, supply general light- 
ing. Vari-colored wall panels are 
lighted by indirect urns in the tops of 
the wall cases. The shoe mirrors 
throughout the store are properly il- 
luminated. The store is equipped with 
212 tubular steel chairs which are up- 
holstered in bright leatherette to har- 
monize with the floor covering. Dust- 
proof shelving, modernistic hosiery and 
bag counters complete the interior set- 
up. 

On opening day the store had fifty 
clerks on hand to serve the customers. 
A window display that attracted much 
attention was featured by miniature 
models of each pair of shoes displayed, 
these models being similar in every- 
thing except size to the companion 
standard-sized shoes. A further fea- 





MERCHANTS’ NEEDS 








Figures 
Yo" high. For Pricing Merchandise. 
Used by Leading Shoe Stores 


ET: 50 for satin finish (dull) 
” 3 50 for chromium finish (bright) 


100 eatanell dollar marks, 20 periods, 


INTERCHANGEABLE Metal 


rices 


in a set. When ordering, mention the 
ingly. 


you display—assortment made acco 
Also plate glass mirror signs, blue 
or black, with white catalin in letters 

COMBINATION PRODUCTS CO. 

64-74 West 23rd St. New York, N. Y 




















4.00 = Pony Cup 
for Price Tickets 
$2.25 
HALF GROSS 





Tlits at Any Angte 





M. D. Pollinger Co. 
HOLLAND BLDG. 
sT. Lours mo. 














ture of opening day was the gift of an 
overnight bag with each pair of shoes 
purchased. 

Mr. Ben Mark is manager of the 
local store. 


Robert J. Cope 
Los ANGELES, CALIF.—Robert John 
Cope, former shoe merchant, and 


pioneer Los Angeles builder and con- 
tractor, died December 26 at his home, 
665 South Highland Avenue here. He 
was 74 years old. He was for many 
years proprietor of a leading Los 
Angeles shoe store at Fifth and Spring 
Streets. 


Fashion Bootery Remodels 


SEATTLE, WASH.—A program of ex- 
tensive improvement is being launched 
this January by the Fashion Bootery, 
located at 214 Pike Street, this city. 
Expenditures of about $5,000 will be 
made to cover the store front, with 
some interior improvements and new 
beautifying touches that will put this 
bootery into the forefront of fashion. 


Full Capacity on Ski Boots 


PITTSFIELD, N. H. — The Adams 
Brothers Shoe Company here is report- 
ed to be having a big run on ski shoes. 
Production is being pushed to keep up 
with orders while giving full attention 
to the firm’s other lines of welt and 
cemnent process shoes. 
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Capital Retailers Feature 
Inauguration Week 


WASHINGTON, D. C.—Inauguration 
week has been seized upon by shoe 
dealers in the Capital as the theme for 
decorations and window dressing. Prep- 
arations for service of the thousands 
of visitors were elaborate. Most shoe 
dealers likewise made an early show- 
ing of Spring styles. 

The extraordinary Spring - like 
weather, which ‘sent visitors on the 
streets without overcoats and in lighter 
clothing, helped to give the illusion of 
early Spring. Even gardens sprouted 
green and some trees budded. 

The Forsythe Shoe Store at 1223 F 
Street, N.W., showed a complete Spring 
line. Manager Reiser reports an early 
start in the Spring trade. The A. S. 
Beck Store at 1315 F Street, N.W., had 
the most Spring-like window in the 
city. In a setting of bright fresh 
plants and flowers it showed an attrac- 
tive display of shoes. D. F. Miller, 
manager of the Dynamic Style De- 
partment of the Hahn Shoe Store at 
1207 F Street N.W., has a full line of 
1987 Spring shoes which he says is 
the “most beautiful lay-out we have 
ever exhibited, and the fashion is al- 
most a complete style change over last 
year. Fabrics lead again as before in 
black, brown and blue. Open and closed 
toe types are definitely in the picture. 
Customers are in a much better spirit 
of spending and this season should be 
one of the best seasons we have had 
for years.” As a part of the Inaugura- 
tion hospitality the Hahn shop redeco- 
rated its interior richly. The walls are 
entirely paneled in quartered walnut, 
and in this setting of rich brown there 
are hung embossed mirrors, both 
ornate and useful. 


Canadian Footwear 
Imports Grow 


MONTREAL, CAN.—Imports of foot- 
wear, excluding rubber, into Canada 
during November were valued at $78,- 
934, of which $40,902 came from the 
United Kingdom and $32,976 from the 
United States. A year ago the import 
value was $61,028. The characteristic 
features of the footwear import trade 
were again in evidence, purchases of 
men’s boots and shoes from the United 
Kingdom predominating and in women’s 
boots and shoes the imports from the 
United States were leading. 

The export of Canadian-made leather 
boots and shoes continues to grow; in 
November the amount was valued at 
$62,769 compared with $49,574 a year 
ago. The chief purchasers were Ja- 
maica at $25,717, United Kingdom at 
$17,570 and the United States $8,902 
and New Zealand at $3,584. 


Substitutes for Ill Shoe Man 


Cuicaco, ILL.—W. J. Benton is mak- 
ing the Spring trip in the mountain 
territory of Arizona, Utah, Montana, 
Nevada for Ray Hardebeck, due to the 
latter’s illness. 
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# Buying Guide 


BOOTS AND SHOES 


BLOG SHOE COMPANY, New York-City.........0..c ccc ccc ccc cece cece eneeeees 
BROOKS SHOE MFG. CO., Philadelphia, Pa 

BROWN SHOE COMPANY, St. Louis, Mo 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
DOUGLAS, W. L., SHOE CO., Brockton, Mass 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 

GREEN SHOE MFG. CO., Boston, Mass 

JARMAN SHOE COMPANY, Nashville, Tenn 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 
NUNN-BUSH SHOE CO., Milwaukee, Wis 

OWENS SHOE CO., Salem, Mass 

ROBERTS, JOHNSON & RAND, St. Louis, Mo 

VITALITY SHOE COMPANY, St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston and New York City 

AMERICAN OAK LEATHER CO 

COLONIAL TANNING CO., Boston, Mass 

ENGLAND WALTON DIV. A. C. LAWRENCE LEATHER CO., Boston, Mass 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis 
HUBSCHMAN, E., & SONS, Philadelphia, Pa 

KIEFER, EDGAR S., TANNING CO., Chicago, III 

OHIO LEATHER CO., Girard, Ohio 

SLATTERY BROS., Boston, Mass 

UNITED STATES RUBBER PRODUCTS, INC., New York City 
VAN TASSEL LEATHER CO., Norwich, Conn 


MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 


ACE SHOE DYERS CO.. New York City 

EVERETT & BARRON CO., Providence, R. be... 66. ce cece cee ee cece eeeavees 
SPAULDING FIBRE CO... No. Rochester, N. H 

UNITED SHOE MACHINERY CORP., Boston, Mass. 

UNITED FAST COLOR EYELET CO., Boston, Mass 


STORE EQUIPMENT AND FINDINGS 


COMBINATION PRODUCTS CO., New York City 

CURTIS LIGHTING, INC., Chicago, Ill 

POLLINGER, M. D., CO., St. Louis, Mo 

SO TETA tty Gr, WMONEDONS hd. 55 6 een eases os RS 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

COMMERCIAL FACTORS CORP., New York City 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

TECHNOPEDIC INSTITUTE, Newark, N. J : 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass 
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Choicest raw stock in the skilled 
hands of the foremost specialists 
in white leather production .... 
these few words sum up the 
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[Latuwral Bridge 
——hoes__. 


| a os 


lhe Field 


As one polo pony always wins the acclaim of a fashion- 
able gallery, by virtue of its fleetness, its stamina and 
its ability to instantly obey its rider’s commands, so 


Nlatunat Bridg 


@ Shoes remain the Class of the Field 
and the first choice of those smart women who demand 
the finest in quality and fit. 

It’s performance that counts, and /latural Bridge 
Shoes enter a new season well in the lead. They are 
smarter, more styleful and more a: than ever 
before. 

Let us show you why /latual Bridge Shoes are 
always the Class of the Field. A Line to us will Bring 
Line to you. 


Made To Retail At $5 and $6 
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IN Shoe Retailing As In Good 
Polo Ponies It?s PERFORMANCE 
That Counts. 


4562—Wos. White Kid Nola Wide Strap Pump, Punched 
through Vamp, Harmonizing Stitching, Uco-Litt eway Lock- 
stitch Process, 17/8 Continental Heel, 817 Last. 
5%to9 A 4% t0 9 
to 9 |. Sag 4 to9 
3% to 9....... . $3.15 
4561-—Same style and sizes in Black Kid. . 


4563—Same style and sizes in Chaudron Brown Calf 
with 17/8 Leather Spectro Heel 


All proven features for rational Foot Health Selling 


Welts - Silhouwelts 


Natural Bridge 


Snhoemakers 


Division of Craddock-Terry Company—Lynchburg, Va. 
ALSO MAKERS or THE FAMous Billiken suvENILE sHOES 
When writing advertisers please mention Boot and Shoe Recorder 


UCO Littleway Lockstitch Process 
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PLEDGE 


OF THE | 


HEALTH SPOT SHOE FITTER 


As a Health Spot Shoe Fitter, | conceive my work to be first and 
foremost a noble and necessary work—the alleviation of human 


suffering. 


| realize with deep concern that the vast majority of people suffer 
with some form of foot trouble. | realize, too, that these troubles 


began with wrong shoes—they must be ended with right shoes. 


| believe that no finer or more worthy work can fall to my lot than 
that of fitting suffering feet, and placing them once more in the 
paths of happy health. ~ 


| dedicate my best talents and thought, my energies, and my mind 
and heart to this work. 


| know well the danger to bodily health of ill-fitted feet, and | solemn- 
ly pledge that under no condition or circumstance shall | ever fit feet 


hurriedly, or carelessly, or knowingly wrong. 


| shall banish from my mind all selfish thought of personal gain, and 
at all times strive in a spirit of service to so fit feet in right shoes, 


that those whom | serve shall remember me with gratitude. 


| pray that | may sometime look back along the trail of years to | 
know that through my knowledge and skill, and my sincere devotion | 
to a work of need, | have helped to fulfillment the cause of universal | 


foot health. 


If it be so, | shall rejoice that | have not lived in vain. 


Copyright 1936 


MUSEBECK SHOE COMPANY 


DANVILLE ILLINOIS 

















. 
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3501 Misses White Side Front Strap 
8/8 Leather heel, Cem Pro Con- 


struction Sizes 12!/2/3 
350114 Same for Childs % ae 


Sizes 8!/2/12 


= Same as 350! in Patent... 
602! Same for Childs in Patent, 


Sizes 8/2/12 


3448 Misses Patent 2 Buckle Sandal 
8/8 Leather Heel, Cem Pro con- 
struction Sizes 12!/2/3 1 
3447 Same for Girls 10/8 heel, sizes 
32/8 1.3744 
3443 Same as 3447 with White Side, 
32/8 

3444 Same for Misses, with White 
Side 12!/2/3 1.20 


3487 Misses White Side 2 Buckle 

Oxford, 8/8 Leather Heel, Cem Pro 

Welt Construction Sizes a 
! 


Childs Sizes 
1.20 
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3506 Girls White Open Shank San- 
dal 10/8 Leather Heel, Cem Pro 
Construction Sizes 3!//8 .. 1.3742 


3507 Same for Misses 8/8 Heel 
Sizes 12'/2/3 


3508 Same i ate 
Sizes 3'/2/8 . 


3509 Same as Misses, 
1.20 


3466 Misses White Side Oxford, 
8/8 Leather Heel, Cem Pro Sse 
I 


struction, 12!/2/3 


3468 Girls White Nu Buck Oxford, 
10/8 Leather Heel, Cem Pro Con- 
struction, Sizes 3!/2/8 .... 1.37% 


3469 Same for Misses, Sizes 12!/2/3 
1.20 


34691 Same for Childs, Sizes 
8!/4/12 


1409 Girls White Side Oxford, 
Rubber Sole, 10/8 Rubber Tap 


Heel, McKay Construction, Sizes 


1425 Same for Misses, sizes 12!/2/3 


rage Same for Girls, in Gun Motel, 


1424 Same for Misses, in Gun 
Metal, Sizes 12!/2/3 ‘ 


1407 Girls White Side Snap on 
Kiltie Tonque Oxford, Rubber Sole, 
10/8 Rubber Tap Heel, McKay 
Construction, Sizes 2!/2/9.. 1.22!/ 


1428 Same for Misses, Sizes 12!/2/3 
with 8/8 heel 1.10 


1471 Same for Girls, in Gun Metal 
with 10/8 heel, 2/9 .... 1.22% 


1427 Same for Misses in Gun 
Metal, 8/8 heel, 12'/./3 .... 1.10 


ENDICOTT - JOHNSON] 
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aan 


THERES AN 


YOUNG MISS ... ([@iyieges 


| FOR 


: H EVERY SHOE STORE 
In the Springtime i) AMAERIC A 


There's a real business to be done in your store this season on 
Misses’ and Girls' Footwear, and the fastest and most profitable 
way to start the ball rolling is by featuring these exceptional 


Endicott Johnson shoes at once. 


Styleful in design, smart in appearance with a good selection in 
white, gun metal and black patent, they will certainly appeal to 
misses and to their mothers too, for careful attention has been 


given by the Endicott Johnson designers to assure proper fit and 


protection for growing feet. 





Order these shoes today and we will supply your wants promptly 
through our efficient In-Stock department. 


ENDICOTT, NY sewvork ary 





BOOT AND 
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No. 3580-1 

Moccasin type in 
Coffee Tan with 
Weatherwear sole. 





A “Swanky” wing 
tip oxford in com- 
bination of White 
and Brown calf. 


> om school and play 
types for healthy, happy 
romping boys. ‘‘RED 
GOOSE" SHOES are built 





& of having feet.” 








to “take it.” ‘Half the ee 





J VL an impressive number of the 
nation’s outstanding stores ‘‘RED 
GOOSE” SHOES are rendering a valu- 
able merchandising service. .. . 


Because of the fact that the ‘‘RED 
GOOSE” line is- complete in every 


Because every pair is solidly constructed 
of carefully selected leathers in the vital 
wearing parts.... 


Because the ‘RED GOOSE” trade-mark 
stands out as a guide to a greater con- 


sumer value.... 


Because they afford a minimum of 
“mark-down”’ risk, and yield a whole- 
some profit... . 


“RED GOOSE” SHOES are the logical 
choice for fast profitable retailing and 
the building of a loyal repeat business. 


= springtime types 
for misses and girls. Each 
style expressive of correct 
attire; solidly constructed for 
extra wear and thoughtfully 
lasted for growing feet. 


Creation in patent 
leather featuring a 
newer development 
in vamp treatment. 


CY 





No. 3586 


in a one-strap 
White buffed side trimmed 
in Chaudron Brown. Note 





An appealing pat- 


calfskin. 








Something different 








tern of Monk sandal 
presented in white 





A letter or wire will bring salesman with complete line of samples 


FRIEDMAN-SHELBY oanch. | 
INTERNATIONAL SHOE CO. 
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